“The Hardware Dealers’ Magazine F 
PUBLISHED EVERY THURSDAY 





Lightest weight trowels, with drop-forged, heat- 
treated aluminum alloy mountings. This number, 
with straight handle, made in three sizes only, (not 
in 13 sizes as in other lines) in correct width for 
each length: 4 4%” x 10%", 43%" x 11",43%”x 11%”. 

*Disston Trade Mark 
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This finishing trowel, also used for browning, is made 
in five sizes instead of 22 sizes, as in some lines. 
Five sizes meet every need for straight-handle, 
lightweight finishing trowels. Sizes are 4%” x 10’, 
4%" x 10%",4%"x 11",4% "x 114%", 5”"x 12”. 
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Three sizes of Flexolite Trowels meet every demand 
for extremely light trowels with shaped handles, 
instead of 13 different sizes as in other lines. Lengths 
and widths of No. 338 are 4 4%” x 10%”, 4%” x 11”, 
44%”x11%”. *Disston Trade Mark 
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This trowel is identical with No. 28, except that it 
has a shaped handle. Mounting is of ferrous metal. 
It is light in weight. Made in five wanted lengths and 
widths: 4%” x 10”,4%4” x 10 %",43%”x11",4%"x 
11 %”,5”x 12”, Itis not desirable to carry other sizes. 
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pAroware merchants are making 
money on Disston Trowels, for 
Disston has taken the mystery and wor- 
ries out of the trowel business. 


Dealers find that Disston Trowels are the 
trowels for them to buy, because they in- 
sure (1) Faster Turnover (fewer numbers to 
buy); (2) Cleaner Stocks (live sellers only); 
(3) Easier Selling (consumer demand). 


In the new Disston Line of plasterers 
and cementers finishing trowels, there are 
only five styles, made in 21 sizes instead 
of 91. Sales figures show these five styles, 
in the 21 sizes, take care of every need. 


Think of the saving, in investment, in 
stock keeping, in satisfying your custom- 
ers, that comes from concentrating on 
five numbers. Order from your jobber, 
and write us for new Trowel Catalog. 
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Think of trying to sell 36 different lengths, widths 
and styles of Cementers Trowels, as made by 
others. Disston supplies all needs with one width, 


' 4 inches, in five lengths, 11”, 12”, 14”, 16”, 18”. 


All are 24 gauge and have ample knuckle room. 
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Presenting! GEN CRIDER ap 
GENERAL 





















$100.00 


Cash prizes for 
naming our new 


magazine. The 
Write for details. FINEST 
Tool Grinder 
Ever 
Built 


FREE! 


One Tool Grinder' 
Worth $3-25 Retail 


and the beautiful colored lithographed 
sales display (22”x20”) shown below 





: GENERAL 
with a small assortment during Febru- tool grinders 
ary only to introduce this wonderful rte 

NOT 


new line of tool grinders to you. 


Introductory Deal No. 1235 


sold to any 
chain store 
or mail order 
At Your Suggested house! 
Reg. Price Resale 
ONE No. SK 4 $2.17 $3.25 
You Buy ONE No. SK 5 2.50 3.75 














No. SK 5 
Illustrated. 






ONE No. SK 6 3.34 5.00 
ONE No.SK 7 4.34 6.50 


You Get ONE No. SK 4 
FREE One Sales Display 3.25 








Total Resale - - = = = © = = $21.75 


Your Cost Only - = = = $12.35 


Nearly 80% profit to you! 


General “Speed King” 
Tool Grinders . . . 


A superior, mechanically perfect product at a moderate 
price. One piece case. Machine cut helical gears. Extra 
long bearings. Deluxe mirror nickel finish. Highest 
quality genuine vitrified wheel. The FINEST tool 
grinder ever built! 


E CORP. 240 N. MILWAUKEE STREET 
GENERAL GRIND R MILWAUKEE, WIS., U.S-As 
HARDWARE wg published every week by the IRON AGB PUBLISHING CO., Division of United Business Publishers, Inc., 239 West 39th Street, New 


i s. A. Established 1855. Entered as second class matter May $2, 1913, at the Post Office at New York, under the Act of March 3, 1879. 
—_ (Printed in U. 8. A.) $38.00 per year. Single copies 25ce each. Vol. 127, No. 7. 
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that stands on a foundation 
of quality ....... 


Dasco Tools and Cutlery represent the cumulative knowledge 
and experience gained through years of manufacturing fine 
products—plus a determination to make the name “Dasco” 
stand on a foundation of quality. @ The principal factors which 
should influence you to buy and sell Dasco products are, practical 
designs, excellent performance, long service, consumer satisfac- 
tion—and the “Dasco” policy of selling independent retailers 
exclusively. @ That Dasco Tools and Cutlery sell readily and 
return good profits is best evidenced by the fact that more than 
20,000 retailers throughout, America sell the line. Twenty- 
thousand can’t be wrong. 


Damascus Steel Products Corp. 
Makers of High Grade Tools and Cutlery 


Rockford Illinois 


Branch Offices and Warehouses: 


94 S. Broadway, Denver, Colorado 328 Holladay Avenue, Portland, Oregon 
478 Tremont Street, Boston, Massachusetts 149 Church Street, New York City 
Key Hardware Co., 406 Wall St., Los Angeles, Calif. 


DPASC®O 


TOOLS AND CUTLERY 
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Bring them back 


for more 


* 


Eveready Flashlight Batteries are a sure way 


of increasing store-traffic 


YOU hardware men are trying to keep customers 
coming back. You realize that the solution of 
your problem is with products that sell again and 
again to the same old customers. There’s one 
item that fits your plan so perfectly, it seems made 
to order. That’s Eveready Flashlight Batteries. 

When these batteries finally give up the ghost 
after a long, brilliant life, people want more of the 
same dependable brand. And it’s natural for them 


to rebuy at the place of original purchase. That’s 


a habit of humans. They get accustomed to one 














store. And as long as a store sells what they want 


— that store gets their trade. 


So ... what to do? Make an open-table dis- 
play of Evereadys. Put a flock of them out in the 
open, and in your windows, too. Supplement the 
displays with Eveready Flashlights. For every 


flashlight-sale means more battery-sales. 


You want store-traffic, of course. Give Ever- 


eady Batteries a break, and part of your problem 
is licked! 


NATIONAL CARBON COMPANY, INC. 
/ General Offices: New York, N. Y. 


Branches: Chicago Kansas City New York 


San Francisco 


Unit of Union Carbide UCC and Carbon Corporation 


BATTERIES 


— they sell faster 


Eveready Flashlight Batteries 
—a long, bright time for a 
thin, bright dime. The most 
popular batteries on the mar- 
ket today. Fit all makes of 
flashlights. 
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Neat 


Attractive 
Dependable 


Greater values—more water, 
less pumping labor, fewer ad- 
justments and part replace- 
ments, lengthened service 
years —the quality of Myers 
House Pumps, better built for 
better performance, sells them 
easier and at better profits for 
the dealer. 


Easy operating cog gear head, 
non-corrosive glass over perfec- 
tion brass seat, brass, brass 
lined or polished cylinder, inter- 
changeable plain or cock spout, 
with or without anti-freezing 
set length, in a wide range of 
styles and sizes, insure out-of- 
the-ordinary service for those 
who depend on them for their 
daily water supply. 


No other line of house pumps 
equals the Myers for all-round 
satisfaction. Start now to show 
profits on your house pump 
business by placing your exclu- 
sive efforts behind the Myers 
line. 
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HOUSE PUMP 
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THE F.EIMYERS & BIRO.¢°. 


ASHLAND, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR:BILT PUMPS for Every Purpose 











PUMPS-WATER SYSTEMS -HAY 
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TEMS-HAY and GRAIN UNLOADING TOOLS ~ BARN,FACTORY end 
hg gat GARAGE Door HANGERS- STORE LADDERS, Etc, 
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this Spring, if— 


NEEDED 
UY uttoware NOW 
SAVE TIME AND LABOR- 
DO BETTER WORK::-and 


BOOST BUSINESS 


WHAT THE MANUFACTURER 1S DOING 
The aden of Plant Tosh ore tnwactng exploynent ond 





WHAT THE WHOLESALER IS DOING 


Vholesale distributors all over the country are coopersting 
oS See nS pe Se te & 








your "ante eep the 
Tite a one actry hts Kap ce 
moving. Buy from your retailer now. it will help everyone. 





DO YOUR SHARE::-BUY NEEDED SUPPLIES NOW 
CHOPPING AXE 
or: 


= é 





Those | = Tools youve wented=Buy them NOW! 
THE PLUMB PROSPERITY POSTER 


Not a mere urge to buy now, but a graphic presenta- 
tion of what the manufacturer, the wholesaler and the 
dealer are doing to restore business to normalcy. Size 
19 x 25 inches. In your window it will help restore 
confidence to customers. Offered free on the enclosed 
order blank. 


Plumb Tool Month, March Ist to 31st . . . backed by the 
greatest consumer advertising in Plumb’s history. 

7,000,000 dominant messages in magazines and farm publica- 
tions . . . reaching every class of tool users in America. 

This will wake up your customers . . . this will sell tools for you 


—you go after the sales it will create, with complete stocks, 
with strong displays, with personal salesmanship. 


“Hold-backs” and “wait-a-whiles” will prob- 
ably continue to complain abeut “conditions” i 


1931. 


Yet the fact remains that the trend is defi- 
nitely upward. Aggressive business men will get 
business, because they will go out after it. 


Plumb Tool Month, March Ist to 31st, is a 
definite something which every progressive hard- 
ware man will want to take hold of and put to 
work for him. 


We are showing our confidence in Spring tool 
business. We are placing behind this selling 
drive the tremendous force of national advertis- 
ing—the greatest campaign we have ever concen- 
trated in a similar period. 

Carpenters, householders, amateur mechan- 
ics, farmers, scouts—all the key tool users have 
been putting off repairs, delaying tool pur- 
chases, just waiting for some one to restore 
their confidence. 

All during March they will be forcefully re- 
minded by Plumb advertising of “put-off” pur- 
chases, of neglected repairs, of the need for new 
tools. 

7,000,000 advertisements are going to influ- 
ence sales. The business will come to the man 
who is ready for it . . . with fresh, new stock, 
with well-planned displays. 

Get ready for Plumb Tool Month! Fill in 
your stock. Order from us a fresh supply of 
free display material. Display the new Prosper- 
ity Poster shown at the left. Order Plumb Dis- 
play Units with their valuable sales helps. 


Use the order form on the opposite page. 
Check the free display helps you can use and 
the Sales Units you will need. Then hand the 
order to your jobber’s salesman. 


FAYETTE R. PLUMB, INC., Phila., U.S. A. 
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The 


ereatest 
consumer 
advertising 


in PLUMB’S 
History 


Dominant color pages, generous space in black 
and white, reaching every class of tool users— 
carpenters, householders, amateur mechanics, 
farmers, scouts—all during Plumb Tool Month, 
March Ist to 31st— 

Seven million advertisements in a single 
month! That demonstrates our confidence in 
the basic soundness of business this Spring. 


Get Ready Now! 


Use the order form below to bring your stock 
up to date, and to get new, fresh display mate- 
rial. You can’t make sales without stock, and 
you can’t draw trade unless your store looks 
as though it were expecting business. 


CONSUMER ADVERTISING SCHEDULE 


“PLUMB Tool Month” 


March Ist to 31st i. 


iz 


1,156,864 | 
.. 1,701,149 
1,517,446 
..- 1,000,000 
649,462 


. 201,471 


American Forest and Forest Life 17,910 
Mill and Factory Ilustrated.... 17,124 








ORDER FORM 


eck =6For FREE Display Helps 

CJ Plumb Prosperity Poster, size 19 by 25 inches, 

beautifully lithographed in red, black and 
yellow. 


[] Three-piece, complete tool window trim with four 
easel display cards, colorfully illustrated. For 
window at least 50 by 50 inches. 


(J Three-piece, complete axe window trim, featuring 
Peter McLaren, America’s Champion Chopper. 
For window at least 50 by 50 inches. 


{] Handsome counter or window card, presenting 
graphically the advantages of the Plumb Take- 
Up Wedge. Size 5 by 13 inches. 


(CJ Spring is Scout Axe time. Get these sales with 
this striking outdoor design featuring the Plumb 
Official Scout Axe. Size 5 by 13 inches. 


[] Permanent Metal Stand. Displays the Plumb 
Hammer, Hatchet, Scout Axe and Ball Pein. 
Also obtainable with tools in Plumb Profit 
Package. (See Sales Units.) 


oo For Sales Units 


Here 


[] 1 Plumb “Best Sellers” Unit containing 
ten best selling Plumb Tools: 6 nail 
hammers and 4 hatchets, with free 
window trim, metal plaque and dis- 
WHMPICUNION, Vioras crc ce hoes ieee wee 


[] 1 Plumb “Trading-Up” Unit containing 
1 dozen nail hammers in four price 
ranges, with free counter stand..... 


[] 1 Plumb Profit Package containing 1 
dozen Plumb Tools: 4 nail hammers; 
3 scout axes; 3 half hatchets; 2 ma- 
chinists’ hammers, with free metal 
counter display, window trim and dis- 
I rere ere wore eer 
( 1 Plumb Axe Rack to be shipped with my 
next order for Plumb Chopping Axes 
2 Plumb Saw File Display containing 
special saw files: 2 dozen 51% inch; 
3 dozen 7 inch; 1 dozen 8 inch, with 
free display stand................ 





Price 


$11.00 


10.00 


12.04 


2.50 





Dealer’s Name 





Address 


With any order for Plumb Tools your jobber’s Salesman will O. K. this requisition and see that you are supplied 
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orn is the first of a series of mes- 

sagés regarding Yale Dealer Service— 
a subject which should be of real interest 
to every hardware dealer. 


These service messages will appear each 
month in Hardware Age, Good Hardware, 

















Canadien Branch Hardware Retailer and other publications 

St. Catharines, Ontario, Canada ; 
read by hardware merchants. ; 
The sole function of our Dealer Service : 

CHICAGO—WNorton Door Closer Div. ° : 

sateticnadanciabia! this Department is to help you increase your 4 

pcseaiaine: tet, iameead Dives sales and profits on Yale-made merchan- 

CINCINNATI,O.—StueBing Division dise. Obviously, it is as much to our ad- ; 


PHILADELPHIA~Materials Handling vantage to keep Yale Locks and Hardware ; 
Other plants in Germany and England g 
moving from your shelves as it is to yours. : 
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and YOUR BUSINESS 
Success are Linked 


utth thisNast Industry 


An UR interests are inseparably linked 


for your success in selling Yale 


Un C/? ON g products is essential to our own. 






























. reo Experts skilled in the preparation of 
or- action-compelling displays, folders, 
booklets, and other merchandising aids 

Profit have devised a splendid series of busi- 
ness-building sales helps for the lead- 


ing Yale products. You will learn about 
them in detail through these monthly 
service messages. We urge that you 
read them carefully—then send for 





the material and put it to work. 


In next month’s announcement we 
will tell you about the extensive array 
of sales-producing material designed 
to increase your sales and profits on 


Yale Padlocks. 


Our plan of dealer cooperation in- 








cludes a monthly service gratis to 
hardware merchants. We are sure that 


’ 


| 
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mM 
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you will want to take advantage of this 
and we will gladly put you on our 
mailing list to receive this.service if you 
will send us your name and address. 


Fill out and mail 




















this coupon today 
= © ° == «ou e er eee 
THE YALE & TOWNE MANUFACTURING CO. i 
Stamford, Connecticut t 
; Please put my name on your mailing list ! 
a ee iy: to receive your new Monthly Service. I 
Q (ALE | ~.J48 9 foo { 
ILOCKI ? i al 5 
mee, Name 
Address ) 
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MILLIONS EARN MONEY 
a using 
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AND HUNDREDS 
OF HARDWARE DEALERS 
MAKE MONEY 
SELLING 
THOSE MILLIONS 


In many instances machine 
methods of production have 
displaced the skilled mech- 
anic but this is not true of 
the men who use Nichol- 
son or Black Diamond Files. 


Filing is and will in all prob- 
ability continue to be the 
function of trained hands. 
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Providence Factory 
NICHOLSON FILE CO. 


WOLS, outa 4 
= lO /'S 
U.S.A. TRADS Rape 


Nicholson File Company ad- 
vertising for 1931 seizes this 
important economic fact and 
uses it for the basis of its cur- 
rent campaign. Advertise- 
ments will be released in an 
impressive list of mediawithin 
two weeks of this announce- 
ment and will continue to sell 
Nicholson and Black Diamond 
Files throughout the year. 


| The Nicholson File Company 


announces a full schedule of 
Nicholson and Black Diamond 
advertising and invites you 
to share in the prosperity 
that it will create for Nichol- 
son and Black Diamond Files. 


NICHOLSON FILE COMPANY 


Providence, R.1., U.S.A. 


(TRADE MARK) 





Philadelphia Factory 
G. & H. BARNETT CO 








NICHOLSON AND BLACK DIAMOND FILES 
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Our Other Brands Screen 


loth 


Cortland Black Enameled 
Cortland Gray-Wick 
White Metal Finish 

Wickwire Premier 
Wickwire Copper 











When home owners want a Screen Cloth that 
withstands every test—sell them WICK- 
WIRE Brothers Bronze. It excludes insects, 
prevents rust, looks attractive and has service 
woven right into it. 


One home owner used it 32 years and it’s still 
good. With a constitution of 90% Copper and 
10% Zinc, FULL GAUGE wire and special 
weaving, it is truly suitable for the finest 
homes. 


We control every operation from raw material 
to finished product. People who seek lasting 
quality buy WICKWIRE Brothers Bronze. 
They consider it an INVESTMENT. 


Furnished in 14, 16 and 18 mesh, in even inch 
widths 8” to 48”. 100 lineal feet to the roll. 


Your Jobber will supply you. 
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SCREW driver without the Non-Skid 
point is like a lion without claws .... 
it can’t get a grip! 


The Non-Skid grips the sides of the screw slot 
—prevents the screw driver point from jumping 
out. This remarkable gripping power makes it 
so much easier and safer to drive and draw 
screws—even battered and rusty screws. 


Just show the Non-Skid to the customer who 
thinks he doesn’t need another screw driver! 
Even he will buy at least one. And no wonder! 
A man is always in the market for the Non-Skid 
—because he is always in the market for the tool 
that saves time, temper and tribulation! 


Place a Non-Skid Display Stand with Demon- 
stration Block on your counter. It’s free with 
only one dozen quick-selling styles and sizes— 
costs only $3.63 and retails for $5.45. And, re- 
member, if any Non-Skid isn’t perfectly satis- 
factory, we will replace it without cost to you 
or your customer. Order from your jobber now. 


THE BRIDGEPORT HDWE. MFG. CORP. 
Bridgeport, Connecticut 


Bridgeport 


TRADE 
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There is an advantage in selecting your 
Spring stock of screen hardware 
from the Stanley line 


BY so doing you can offer your customers just the right equipment 
for full length screens, half length screens, sectional screens and 
every type and weight of screen doors. Ordér from your jobber now. 


For Screen Doors 


Bronze Metal 
Screen Door Hinges Screen Door Pulls 
No. 190 No. 477 Brass 
No. 479 Steel 





Screen Door Set No. 1750 Wrought Steel 
Heavy Spring Hinges 
No. 154 
Screen Door 
Snappy Catch 
No..210 Steel 
No. 210% Brass 





Wrought Steel 
Spring Hinges 


No. 158% —————=_====== ===, 


Wrought Steel 
Screen Door Guards No. 1737 


——T 


Screen Door Set No. 1158! 





For Window and Porch Screens 


Hangers for full Hangers for half 
length screens —_ ae 
No. 1724 
Wrought Steel © Wrooght et 


Couplings for 
sectional screens 
No. 15% — Wrought Steel 










Hangers for full 
length screens 


No. 1704 
Wrought Steel Screen Corner Brace 
No. Sc29 
No. 1704% ‘Wrought Steel Screen Life 


Wrought Brass No. Sc51— Wrought Steel 


Full description on the full line will be gladly furnished 
THE STANLEY WORKS 


New Britain, Conn. 


STANLEY bs a DWARE 
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Check These Points: 


Ribs cut into the handle give good grip 
and won’t hurt the hands. 

Natural finish handles distinguish Cres- 
cent Screwdrivers from others and show 
quality of wood. 

Handle shaped to fit the hand comfort- 
ably. Crescent Screwdrivers can be u 
for long periods without tiring the 
hands. 

Raised ribs in shank bite firmly into 
both handle and ferrule, making turn- 
ing or loosening of either an impos- 
sibility. 

Handle turned out of solid hard maple 
and firmly driven into ferrule. Cannot 
split or chip. Only straight-grained 
wood used. 

Ferrule turned out of solid bar of steel. 
Cannot loosen or spread out of shape 
like a pressed ferrule. Handle seated in 
ferrule similar to socket on firmer 
chisel. 

Ferrule knurled to assist in spinning 
screws into place. 

Ferrule forced onto shank under heavy 
pressure. Cannot turn or pull off. 
Shank hardened full length. Will not 
bend under ordinary strains. 

Sharp, clean point. Does not tend to 
slip out of screw slots. Points are of a 
proper thickness to correspond with 
American Screw Standards. 











Display Card 


The display shown 

at the left will 
accommodate all styles 
of Crescent Screwdrivers 
except the “Midget” 
types. It is 84x11 inches 
in size and is equally use- 
ful for window or counter 
display. Your jobber will 
furnish complete infor- 
mation. 








Have 
You 


Fver Seen 


a Screwdriver Like This? 


1 0 important features are built 
into these fine Screwdrivers 


CRESCENT is making... 


New you can offer your customers real satis- 
faction in a screwdriver — the new Crescent 
addition stands up under more than average use. 


Mechanics, too, will recognize these 
new, unusual features 


Ferrule turned out of a solid bar of steel, impossible to loosen 
or spread out of shape; vise-like grip of handle onto ferrule; 
handle turned out of straight-grain, solid, hard maple; can’t 
split or chip—hand fits and grips handle comfortably — fin- 
ished to prevent grease or water soaking. 

Drop-forged bits, sharp, clean points conforming with Amer- 
ican screw standards; shank hardened full length to eliminate 
bending under unusual strains; ferrule forced onto shank 
under great pressure. 

And remember—this and every other Crescent Tool is backed 
by the Crescent unconditional guarantee. 


Complete Range of Styles and Sizes 


Six types, thirty-four sizes, in detail, as follows: K101%4, “midget” type. 
1% inch blade K201%, same, with rod thru handle. K302 to K312, for 
ordinary use. Blades from 2 to 12 inches. K402 to K412, ditto, with rod 
extending clear thru handle. K5024% to K5124%, slender rod type for fine 
cabinet work. 242 to 122 inch blades. 


K602 to K612. Heavy duty style, with square rods that extend thru handl 
2 to 12 inch blades. 


CRESCENT TOOL COMPANY 


Jamestown, N. Y. 
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“4 STANDOUTL’ 
Jor PROFITS 


And now comes “Irwin’s” Home Work Set consisting of 6 Genuine Irwin 


Bits, including a Trubor expansion, giving a boring range of 4” to 3”. 


Packed in an attractive sycamore box 934" x 6%4" x 17%" and with every bit 


aan 


aa 


held firmly in place by metal clips, this set offers Hardware Dealers a most 
unusual opportunity for quick profits. This is a winner and has been so 
enthusiastically accepted that it is now being advertised in the pages of 
the Saturday Evening Post. It’s a“standout” for profits—to retail at $4.50. ThelRWINBit 


Order from your jobber NOW “CUTS TRUE-CLEAR THRU 
THE IRWIN AUGER BIT COMPANY. WILMINGTON, OHIO. 


IRWIN WOOD BORING TOOLS 


Sole manufacturers of the Genuine Irwin Bit since 1885 
Offices in Principal Cities throughout the World 
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We believe the Hardware Jobber 
is a logical and practical distribu- 
tor of toys and entitled to the 
best distributing proposition avail- 
-able and are so considering him 
in our 1931 sales plan. 





Dandy Digger 


Here’s a number that’s “hot.” Priced for volume sale. 
Show these sturdy and handsome Dandy Diggers 
for spring sale and watch them move. 


‘Here-ore shown 
two outdoor hum- 
bers: that) “click.” 
_with the boys. They: eats lover soeaka 
~ sare: large and they... Crsjou: foot pedal: 

do: their: job. Built: ‘control. 
of spot welded, heavy 
steel.’ “will “hold | a full. 
“grown man. ‘These: toy 
i further Vannes 



























Budd 


MFG. CO. EAST MOLINE 


ILLINOIS 
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HERCULES E. C. 
THE POWDER FOR DAY-TO-DAY SHOOTING 


Mr jobbers and dealers know that trapshooters prefer 


Hercules E. C. Shotgun Powder. Reasons... it gives 


the most even pattern with the lowest recoil and 


from day to day performs the most consistently. 


HERCULES POWDER, COMPANY 


WILMINGTON, DELAWARE 
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STOCK (5) 


.-- the fellow 















The Marsh Gunner. Wants U. S. 


Here’s Wilbur Corwin, celebrated guide of Quanch Lodge, Bellport, L. I., who 

uses and recommends U. S. Ajax Heavies as the long range load for ducks, geese 

and brant. Ajax Heavies are made in 12, 16 and 20 gauge...lacquered finish or 
regular waterproofing. 





The Pistol Shot Wants U.S. 


Here’s the Boston Police Team No. 1, winners of the Harding Pistol 

Match at Camp Curtis Guild, with a score of 1065 ...26 points in front 

of its nearest competitor...shooting U. S. .38 calibre cartridges. U. S. 
makes a complete line of pistol and revolver cartridges. 





“The Boy With The .22” 
Wants U. S. 


Here’s a shooter who is strong 
for U. S. Copperheads. .. those 
new, Short, Long and Long 
Rifle rim-fire .22’s with the cop- 
pered bullet and the Self- 
Cleaning (non-corrosive) prim- 
er. They’re hard - hitting... 
clean-shooting . . . accurate. 





The Trap Shot Wants U.S. 


Here’s Lou Reed of Los Angeles who broke 
1961 x 2000—with a long run of 217—shoot- 
ing U.S. Climax Trap Loads. U.S. Trap Loads 
include Climax and Defiance — both of them 
popular at the traps throughout the country. 















UNITED STATES CARTRIDGE COMPANY 


General Selling Agents: National Lead Company; Boston, Buffalo, 
T. Lewis & Bros. Co., Philadelphia; Merchants Hardware 
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AMMUNITION 


on the other side 
of the counter WANTS it! 


Shooters want U.S....want it because U. S. has repre- 
sented a high standard of ammunition quality for 60 
years...want it because they know they can depend 
upon it...want it because everywhere...in the field, on 
the range, at the traps...U.S. has established a repu- 
tation for unfailing performance and unquestioned 
quality. 

U.S. makes a complete line of shot-shells and car- 
tridges...for every shooting purpose...for every shooter’s 
purse. The shells include Ajax Heavies and Climax 













The Rifle Shot Wants U. S. 


Here’s Jerry Hilborn, well-known 
shooter of the well-known Roosevelt 
Rifle Club, New York, who in comment- 
ing on some of the scores made recently 
in a small bore match, said ‘‘ These fully 
demonstrate why I have stuck to U. S. 
.22 N. R. A.’s for nine years.” 

Other U. S. Metallics include Self-Clean- 
ing rim-fires and center-fires, the U. S. 
Improved Thirty-Thirties, and other big 
game loads of increased effectiveness. 








ill BROADWAY, NEW YORK, N. Y. 


Chicago, St. Louis, Cincinnati, San Francisco, New York; John 
Limited, Calgary, Alberta and Winnipeg, Manitoba, Canada 


The Skeet Shooter Wants U. S. 


Here’s the St. Bernard Gun Club Team of New Orleans, winner 
| of the Southwestern Team Championship at the First Grand 

National Skeet Championship—shooting U.S. Defiance Special 
i Skeet Loads...made in 12, 16 and 20 gauge. 


The Upland Gunner Wants U. S. 


Here’s Otto Hesse of South Norwalk, Conn , 

who shoots U. S. Climax ‘‘because tests 

_ prove that they combine uniformity and 

density of pattern with plenty of power.” 
U. S. Climax is made in all gauges. 


Heavies (progressive-burning powder loads for long- 
range shooting) as well as the Defiance and Climax (pop- 
ular loads for trap and field shooting). The cartridges 
include such features as U. S. Copperheads (.22’s with 
coppered bullets), and other Self-Cleaning (non-cor- 
rosive) rim-fires, as well as center-fires...the world- 
famous .22 N.R.A’s...and U.S. Improved Hunting 
Cartridges which give speed with weight behind it. 

Stock U. S. Ammunition... the fellow on the other 
side of the counter wants it. 


There’s a U.S. Shot-Shell or Cartridge for Every 
Shooting Purpose...For Every Shooter’s Purse. 


The Point Shooter Wants U. S. > 


Here’s Billy Heyer of Freeport, L. I., who 
likes and shoots Climax Heavies because, 
as he expresses it, ‘‘ They’ve got a whale of 
a wallop and you can depend upon them 
every time.” Climax Heavies are made in 
10, 12, 16, 20 and .410 gauge. 






Se i ee 
















Now... 


SELF-CLEANING PRIMER 
{ Non-Corrosive} 
IN U. S. SHOT-SHELLS 


U. S. Shot-Shells now have the Self-Cleaning 
primer—the same non-corrosive primer used 
so successfully in U. S. Metallics. 
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Bull’s-Eye Reels are bound to sell... keep on 
selling. They get more fish and get them bigger 
... and America knows it! Knows, too, that 
Bull’s-Eyes are priced right. 


For three years these genuine Meisselbach 
Level-Winding Casting Reels have boosted reel, 
rod, line and bait sales the country over. Just 
as they won their name by their accurate cast- 
ing, so also they have constantly won more re- 
cruits to fishing by making it easier. 


CAN BANK 
on Bull’s-Eye Profits 











The original standard Bull’s-Eye with all- 
metal spool, retail $5. Its even more accurate 
running mate with Bakelite spool . . . introduced 
last year ... the Bull’s-Eye Special, retail $6. 


Put your order in for these popular sure- 
selling casting reels . . . get them in early... 
keep them turning over... stack up some 
worth-while profits. Genuine Meisselbach Fish- 
ing Reels, made in all styles, are sold by leading 
fobbers everywhere. 


May we send you a Catalog and Price List? 


The A. F. Meisselbach Division of The General Industries Co. 
Manufacturers of the Original and Genuine Meisselbach Fishing Reels of Quality 


3136 Taylor Street, Elyria, Ohio 


Representatives: Louis Williams & Co., Nashville, Tenn.; 


Phil. B. Bekeart Co., 717 Market Street, San Francisco, Calif. 








eisselbach 
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cunomom Childrens 


FOR THE KIDDIES 


===~ Veahic le 


KNOWN AROUND THE WORLD— 
THE WORLD'S BEST SELLERS 


Get the new AMERICAN story for 1931. A 
new complete line with new features and in- 
teresting new prices. This AMERICAN 
story is going to appeal to every AMERI- 
CAN jobber. Our salesman in your terri- 
tory is now on the road and will be glad to 
give you the complete information when he 
calls. 


By Invitation Member 



























The AMERICAN velocipede 
and wagon line is a wonder. 
Do not miss it. 





NEW YORK TOY FAIR 
Rooms 316-318-320 
FIFTH AVE. BLDG. 

Feb. 9th to 28th 


THE LARGEST MANUFACTURER OF 
CHILDREN’S VEHICLES. 





FIVE FACTORIES TOLEDO, OHIO 
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Double Tread Roller Skates 





Popularity, Beautym Performance 


A MERCHANDISING PLAN 
that sells CGlampions FOR you /. 


Acomprehensive National Advertising Campaign— 
featuring radio broadcasts on the Columbia Network 
of 21 stations; “comic strips’ in metropolitan daily 
newspapers in key cities; attractive selling advertise- 
ments in popular juvenile publications— will tell the 
children themselves about Kokomo Champion Double- 
Tread Roller Skates. “ 29) 

Silver-Brite Kokomo Champion in Pisce sgl 
Double-Tread Skates are by far the 


most beautiful Roller Skates ever ates a 


ball-bearing skate—ideal for 
children. It is a LOW-PRICE 


ing it for profit and volume. 


made. They not only Jook finer, but also run smoother, 
fit better, handle easier, feel sturdier, last longer—and 
sell faster! 

Jobbers and Dealers, mail the coupon today for 
complete details of this Merchandising Plan, especially 
designed to make money for you, and your skate 


attractive, sturdy, samples. NOW is the time to stock 


ounger Kokomo Skates... this big advertis- 
skate, . . ill . B d 
novalueapproach. i%9 campaign wi point Boys ‘an 


Girls straight to your store. 





KINGSTON PRODUCTS CORPORATION, Kokomo, Indiana 


Please send full details of your big Advertising Campaign; also sample skates as 


checked below, which we will retain at the regular price, or return for fu 


(0 Champion Rubber-Tired Roller Skate. 
(© Champion Double-Tread Roller Skate. 


Name 


(0 Champion Single-Tread Roller Skate. 
O Redskin Ball-Bearing Roller Skate. 


KINGSTON PRODUCTS CORP. 
Home Offices and Fectory—Kokomo, Ind. 
New York Offices—521-23 FIFTH AVE. BLDG. 
Chicago Offices—Room 1040, 666 Lake Shore Drive 


sepa 


Il credit. 





Street and No. 


THE G. E. DALTON COMPANY 





City. 
Jobber’s Name and Address 





Los Angeles, 718 Mission Street 





= San Francisco, 49 Fourth Street 








THE FAMOUS “WHEEL 
WITHIN A WHEEL” 
1, The Outer Tread—for mileage. 
2. TheInner Tread—for more mile- 
age. 3, Wedged-in Binding Ring— 
for rigid sturdiness. 4, Hardened 
Steel Cone and Ball Cup—for 
and durability. 5, 16: 
Perfect Steel Bails (2 rows) in each 
wheel—for free rolling. 6, Double 
Ball Race—for maximum strength. 
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HE CHALLENGE! 
TRUE TEMPER 


~ Now Makes a Rod for Every Pocketbook 


The “True Temper” 
Toledo: King of fish- 
ing rods, made in 
three popular 
grades three differ- 
ent finishes two 
kinds of mountings, 
various lengths. To 
retail at $9.00 to 
$15.00. In addition 
we have the Pen- 
nant and Oxford 
square type rods in 
a wide variety of 
finishes and mount- 
ings priced to sell at 
$3.85 to $7.50 each. 





RRR! 

' HE INTRODUCTION of our Challenge line of 
round section solid steel fishing rods this 

year makes available for the first time a rod of 

“True Temper” manufacture at a price as low as 

$3.00 to the consumer. 


Challenge rods are made in two styles, with 
round solid steel tips, from the finest vanadium 
alloy steel. 


The RC series, made with a straight taper and 
mounted with imitation agate guides, is finished 
in black enamel. Retails at $3.00. Slightly higher 
west of Denver and in Canada. 


4 


The SC series, made with a “stepped down taper’ 
giving them great flexibility and strength, are 
mounted with garnix guides and finished in nickel 
plate. Handles of special improved design are 
die cast from nickel aluminum alloy of great 
strength. Retail at $5.00. Slightly higher west of 
Denver and in Canada. 


In these two rods, as in all other rods which we 
make, we offer the fisherman the greatest value 
which his money can obtain at this price. 


Write for descriptive folder on Challenge rods. 
Let us send you full information about the 
valuable display stand which we _ furnish 
free to dealers handling our line. 














The Challenge rod—SC series. Stepped down taper obtained by 
grinding in a series of successive steps. Handle shown is improved 


THE AMERICAN FORK & HOE co pattern to bring the reel down on a [ine with the rod itself and 
* give a wonderful balance. Positive screw reel-locking device 
Sporting Goods Division similar to that used on our famous offset handles that are used 

P sg on $15.00 ‘True Temper ‘ rods. 


1940 KEITH BUILDING - CLEVELAND, OHIO 





THE AMERICAN FORK & HOE COMPANY 
1940 Keith Building Cleveland, Ohio 


TRUE F M Pp FE R an Gee eeaderes Mie or 
FISHING Rops 




















CRESCENT GUNS 


These are days when nothing short of utmost gun value at lowest 

prices will satisfy shooter—or retailer. Refinements of appearance 

and exact standards of workmanship stamp Crescent Double and 

Single Barrel Shotguns—more than ever before, as ‘‘The Greatest 
Value Among Popular Priced Guns’’! 


i SET OF TWO WHITE BEAD SIGHTS 


Crescent Double Barrel Shorgune 
To retail for $17.75 to $23.50 


Crescent Single Barrel ee 
To retail for $7.75 to 9. 


BE SURE TO ASK YOUR JOBBER! 


Crescent-Davis Arms Corporation, Norwich, Conn. 














| 


" 
| 
1} 


|| When You Sell | RICHARDSON’S 
i Sel ACTLON—Roller Skates 


The First Best Skate—The Best Skate Today! 
Dealers can make real money, and 
: build a steady, stable business besides 
ee ! 


with Richardson Roller: Skates and the 
- oi ° ° new Richardson selling plan. 

With You’re Giving an Invitation to : = This tested, sales-making program is 
}| sent to you free . . . complete with 


REPEAT BUSINESS ‘ ie 
< to develop volume 
; = - business for you at 
: _ a generous profit. 
Performance is what sportsmen demand of . . Write for it today. 
gun cleaning preparations—and performance —> > geet Shake Go. 
is what they get with every purchase of = - Siniiesith. ibenaiais ian, 
Hoppe’s Nitro Powder Solvent No. 9, Hoppe’s Chicago, Hil. 
Lubricating Oil and Hoppe’s Gun Grease. 
Gunners’ satisfaction reacts to your benefit in 
quicker turnover and increased profits. Make 
your bid for good business 
with Hoppe’s complete line. 


Established 1884 











FRANK A. HOPPE, Inc. 
2314-H N. Sth Street 
Philadelphia, Pa. 


Sold by 
Leading 
Jobbers 
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There will be no deviation from the established policies that have for 
over 75 years guided the manufacture of Davis Certified Double and 
Single Barrel Guns, and promoted profitable business for gun retailers. 


Davis Double Barrel 
Shotguns to retail 
for $17.75 to $28.75 


BE SURE TO ASK YOUR JOBBER! 


Crescent-Davis Arms Corporation, Norwich, Conn. 





Known and noted for rugged strength, 
durability and shooting qualities— at 
prices unmatched by competition. 





Se ae ee 
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Davis Single Barrel 
Shotguns to retail 
for $7.75 to $9.00 

















A Real Builder 
of Profits and Good Will 


The Jaeger Concrete Mixer—miniature road 
builder that works just like the real thing. A 
Kentontoy that every young engineer will want 
as soon as he sees it. Attractively colored. 
Sturdily built of cast iron. Priced low for 
quick sale. Send for catalog on the entire Ken- 
ton line. 


The Kenton Hardware Co. 























Kenton, Ohio 


LEADERSHIP ! 


IMPROVEMENTS are 
nak of Progress—Successful 
Dealers who have chosen “Chi 

cago" skates are cashing in on the 
profits and good will made possible 
y a Leader. 

26 years The Choice of Champions, 
“Chicagos” have won ST 
PLACE in Preference—in Sales—-in 
Performance, and established more 
World’s Records. 

The oe streamlines of our 
New Improved Flying Scout and 
Silent Aa Models will appeal to 
you. The sturdiness of this power- 
ful Corrugated Arch will surprise 
you. 

You can BANK on “Chicagos,"’ why 
not stock them NOW! 


Write for Catalog and Prices. 
CHICAGO ROLLER SKATECO. 


Roller Skates with Records for Over 26 Years 
4456 West cHICAGG: Street, Chicago, Ill. 


BLYING, 


FREE 


Sheepskin Ankle 
Pads with every 
pair for limited 
time. Beautiful 4- 

















250-lb. Man 
Can’t SAG or BEND 
This NEW ARCH 
This New “Chicago” 


Channel Arch is un- 
surpassed for rigid- 


color Display and 
other dealer helps 
given. 





NEW FLYING SCOUT 


Double-Tread “‘Triple-Ware” Steel Wheels—Powerful Corrugated 
Arch. Grade “A” Ballbearings. Cow Hide Strap. Finest Finish. 














The CHOICE of CHAMPIONS 
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Packed for Your Benefit 
Try a Sample Dozen 


GREATEST VALUES 
$2.00 bed now $1.00 





Assorted One Carton 
of Each Size $3.00 bed now $2.00 
Unequalled New larger $3.00 bed 


in Value 


No. 53-63-73 COMBINATION 


Built of the same heavy steel as the larger coaster wagons, they are as strong and sturdy. One piece 
drawn metal beds with strongest bolsters make them good for long hard abuse. Your trade will appreciate 
this high quality and at the low prices they will show you a handsome profit. 


A New line of Wheel Bar- 
rows. The Largest and Fin- 


est. Write for Complete OU > 3 
Information and Prices. Va - 


No. 20. NEW WHEEL BARROW . No. 24. NEW WHEEL BARROW 














No. 98. ALL METAL COASTER WAGON 


Largest size bed 35” x 1514” x 5”. Full size 10” balloon wheels, best roller bearings. Full 7%” heavy 
ribbed tiring. Polished nickeled hub caps. Extra heavy pressed steel channel bolsters, heavy braces front 
and rear axles, full 14” steel axles, heavy tubular steel handle. Bed bottom of extra heavy ribbed steel. 
Heavy steel rolled sides with large roll top and bottom and embossed panel sides. No finer wagon has ever 
been offered the trade at such a low price. Compare with others before you buy. 


THE DAYTON TOY & SPECIALTY COMPANY 


1114 Bolander Avenue — Dayton, Ohio 
Line on Display at Our New York Permanent Office, 200 5th Avenue—Room 409 
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Game Cock 


Fighting 


Mettle sells 
Rods 


OUR customers obtain in Mon- 

\ tague Red Wing “Game Cock” Fly 

Rods the world’s best in perform- 

ance. And performance is what makes 
fly rod sales. 






The deadly game-cock accuracy that 
spurs the wariest big fish to strike. The 
exceptional power or backbone, the 
veritable game cock’s fighting spirit and 
mettle, that defy the stiffest wind and 
hardest fighting fish. These with every- 
thing else a fisherman can ask for when 
price is considered, you have in every 
Montague Red Wing “Game Cock” Rod 


you stock. 


The World’s Favorite 
' Split-bamboo Rods 


Montague’s world leadership for many 
years in split-bamboo rod making pro- 
vides the same superiority in all best 
fishing rods . . . essentially of split- 
bamboo. 


Montague Fly Rods, Bait Casting 
Rods, Boat Rods and Salt-water Rods, 
in complete variety, meet every require- 
ment. Extensively restyled, with new 
numbers added . . . for 1931 again the 
world’s outstanding line for attractive- 
ness, salability and real fish-getting merit 
and dependability. Retail, $60 to $6. 


Leading jobbers sell the best .. . 
Montague Split-bamboo -Rods. Please 
write to us for new Complete Catalog 
and Prices. 


Montague 
_ _ Red Wing 
» “Game Cock” 


MON TAG UE 


ROD AND REEL COMPANY 
Drawer A-O2 


* MONTAGUE CITY, MASSACHUSETTS 
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What 
Is 
“Silver 
Steel”’’? 


How many kinds of cheese 
are there? You know about 
Limburger, Cream, Roquefort, 
Edam, Brie, Cottage—anyhow 
you know there are a good 
many varieties. And each is 
best for a certain purpose. 

There are just as many kinds 
of steel as there are kinds of 
cheese—more in fact. And 
when you get them under a 
microscope you find they look 
different. And each kind is best 
fitted for a certain purpose. 

A “cheap” saw may look 
just as shiny as a genuine At- 
kins Silver Steel Saw. But 
steel makes a difference. Sil- 
ver Steel is the result of over 
seventy years of choosing the 
best kind of steel for sawing. 
It began when E. C. Atkins 
went to England and ordered 
one of the world’s leading steel 
makers to make up “razor” 
steel for his saws. That was 
before the manufacturing of 
steel was perfected in this coun- 
try. Since then, exacting stand- 
ards have been built up until 
every saw made of Silver Steel 
is the result of Atkins own lab- 
oratory tests to make certain 








that Atkins Silver Steel will 
hold their edges longer and give 
longer service. 

When you explain to a cus- 
tomer that, “this is a genuine 
Atkins Silver Steel Saw,” it 
means that it is made from steel 
of the finest basic ore mixed 
with certain alloys specified by 
Atkins expert chemists and 
metallurgists. It is the finest 
saw steel known. The quality 
is insured by rigid tests of every 
bit of steel that goes into these 
saws. And the results of the 
use of this material in Silver 
Steel Saws means returns in 
service that make you know 
you are giving the customer the 
finest value in good tools. Don’t 
stop at selling saws—sell saw- 
ing service secured by Silver 
Steel. And be _ enthusiastic 
about it! 


L§ 


WHO WILL BUY MY FLOWERS? 


0. the appeal of the little flower girl is founded one of the greatest points 
for a salesman to know and use. 
To increase the sales of any product—start by figuring, “Who will buy?” You 
have to know to whom you can sell to get anywhere. That’s exactly what 
Sam Sayles is going to tell you February 19—read it carefully. 





No. 401 
Ship Pattern 


Tus is the masterpiece of 
a truly fine line of saws. The 
same as the No. 400 except 
straight back. Genuine At- 
kins SILVER STEEL, taper 
ground,. cuts free and easy, 
does not bind. Mirror polish. 
Has solid Rosewood handle of 
Atkins Improved Perfection 
Pattern that prevents wrist 
strain. Made in both regular 


and ship patterns. 


No. 401 comes in 22, 24, and 
26 inch lengths. 


You need only to show the 
saw in comparison with an or- 
dinary saw to convince the 
most skeptical of Atkins supe- 
rior quality. 


There is a best in everything 


and in Saws—it’s ATKINS. 


Have you read “Saw Sense”? 
It tells a lot about saws and 
we will gladly send you a copy 


if you ask for it. 
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A Great Opportunity for Creative Advertising 


[se creative advertising has an _ excellent 
chance to step in and develop unexploited possi- 
bilities in many items of merchandise already 

in existence was the statement made by Kenneth 
Collins, of the retail firm of R. H. Macy & Co., Inc., 
New York, last week. “In this country,” says Mr. 
Collins, “there are hundreds of thousands of items, 
innumerable pieces of machinery that have never 
been exploited. In housewares alone there are hun- 
dreds of such items. In fact not more than 5 per 
cent of the 50,000 to 500,000 items carried in a large 
department store, for example, are ever advertised or 
featured in window displays. If both manu- 
facturers and retailers would awaken to a realization 
of these promotional possibilities—if they were to go 
through their lines, advertise here and boost there, 
put extra selling effort through men on the road, the 
combined and cumulative result would prove striking- 
ly beneficial. 


“The way for such advertising is paved by the well- 
known fact that the American people take so easily 
to fads. Last year the craze for miniature golf courses 
spread over the country like wildfire. Backgammon 
was haled out of an innocuous desuetude and the game 
is now being played everywhere, although compara- 
tively few knew anything at all about it prior to its 
recent revival. The list could be multiplied many 


times. 


“At Macy’s we have done considerable experimenta- 
tion along this line and. the results have been success- 
ful. A long neglected device for the slicing of bread 
was brought to light and its sale was large. There 
are innumerable small items for household use in this 
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category that prove attractive to the consumer, but 
whose potentialities have never been developed. There 
is, of course, no suggestion here that less emphasis 
be given the importance of best sellers and new 
products. 


“Advertising of this nature, I believe, will help to 
increase that margin of difference between success 
and failure, between prosperity and depression. After 
all this margin is not particularly great. Department 
store sales for the country last year were off probably 
10 to 12 per cent. Under the added steam of creative 
advertising, it appears well within possibility to re- 
gain the bulk of this,loss.” 


It may be added that much may be done in the re- 
designing of packages and labels that have become 
obsolete and lie unnoticed on the shelves of the aver- 
age retail store. New shapes, new patterns, new con- 
tainers, new color combinations will have a far 
greater effect upon sales than will mere veneration 
for an old and time-honored trademark. 


Retailers recognize the advantage of a smart, well- 
designed but simple package or label of a product. 
New merchandise draws people away from the small 
general store in the country to the larger establish- 
ments of the cities. People are like that—they at 
least hope to find something new in the big store. 
Right there is a thought for the small retailer. Chang- 
ing the arrangement of the store and its merchandise 
to give it a fresh appearance will have its sure and 
beneficial effect. And the manufacturer who must 
produce the same old line may rejuvenate and stim- 
ulate it by dressing it up in ‘‘new clothes.” 
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“What Price Missionaries” 


HEN is a missionary not 
a missionary? 
Webster defines the 


word missionary as “one 
who propagates”; or, boiled down 
into commercial terms, one who 
promotes. Yet, how many manu- 
facturers have sensibly maintained 
a strictly missionary force of field 
men? Very few, and particular- 
ly in the hardware field. I write 
with a feeling of positiveness, hav- 
ing functioned as both manufac- 
turer and jobber for several years. 


And what brings this up? Mere- 
ly the much-discussed question of 
lower distribution costs. 


Great strides have been made by 
manufacturers during recent years 
in the reduction of production 
costs and in the improvement of 
products, but the distribution sys- 
tem in the United States has not 
kept pace. In many cases savings 
reflected in manufacturing costs 
have failed to produce reduced 
prices to the consumer because of 
increasing costs of distribution. 
The present method of operation 
of the so-called missionary is one 
big factor in keeping this cost up. 


Not His Fault 


The number of manufacturers’ 
missionaries who truly function in 
a missionary capacity is negligi- 
ble. But don’t let’s blame the mis- 
sionary, as he is forced in most 
cases by a “get the business” at- 
titude on the part of his sales man- 
ager to write orders (or copy the 
jobbing salesmen’s orders), at all 
costs. 


How many of these orders would 
be obtained by the regular jobbing 
salesman? From my experience as 
a specialty salesman, jobbing sales- 
man, and manager of some 60 job- 
bing salesmen, I contend that the 
regular man covering the territory 
can write this business unassisted. 


Why should jobbers selling a na- 
tionally known and established line 
lean on the manufacturer to do the 
selling job for him? 

Assuming that the manufacturer 
is doing his part in nationally ad- 
vertising his product, it becomes 


By MARK B. CONNOLLY 


the function of the jobber to sell 
and distribute this merchandise. 
Further, assuming that the jobber 
and manufacturer have agreed on 
the purchase price, why, then, 
should the manufacturer be called 
upon to give away more; which is 
just what he is doing when per- 
forming the selling job for the job- 
ber? 


It costs approximately $5,000 
per year for a missionary to op- 





MARK B. CONNOLLY 


erate, including salary and ex- 
penses. If this money were being 
spent for the creating of new busi- 
ness, I would say—fine, keep up 
the good work—but such is not 
the case. 


How much new business does the 
missionary obtain traveling with 
the jobbing salesman, calling on 
the same trade year in and year 
out? Very little, and why? The 
jobbing salesman has a regular ter- 
ritory. 
invariably covers the same beaten 
path every trip. If anyone can 
get the business from his regular 
trade he can, and, what’s more, 
when it’s all said and done Mr. 
Retailer does not take kindly to 
being “two timed.” 


He knows his trade and - 


Let us remember that the dealer 
with a $50-order to place usually 
has seven jobbing salesmen camp- 
ing on his doorstep; so, when the 
boys arrive in pairs, he does much 
heavy thinking, gets on the defen- 
sive, and many times says, “See 
me next trip.” 


Now, then, let’s get back to Mr. 
Manufacturer’s. sales manager. 
(Too often this sales manager is 
one who has never had “bush- 
whacking” experience.) Daily re- 
ports must be sent in listing deal- 
ers called upon and sales made. 
No “knight of the road” is happy 
at the end of the day if the report 
mailed in shows a blank; and with 
a sales manager pounding and cry- 
ing, “Volume! Get the business! 
What was the trouble on Thurs- 
day?” etc., a missionary will nat- 
urally choose the lines of least re- 
sistance and go with the jobbing 
salesman to the store where the 
chances of writing an order look 
the best. Expensive selling and 
no new business developed. 


Entitled to Compensation 


It is agreed that the jobber is 
entitled to adequate compensation 
for stocking merchandise, but it is 
his function to provide proper dis- 
tribution to all available channels. 


Let the manufacturer concen- 
trate on advertising of a promo- 
tional type rather than of a spe- 
cific nature. Let the manufacturer 
in appointing distributors or job- 
bers make sure of the support he 
will get. Then take this mission- 
ary sales force and let them be 
missionaries or, preferably, spe- 
cialists. Let them develop new 
business, educate sales people and 
be of further assistance to the re- 
tailer. Eliminate the double cost 
of selling from the jobber’s desk, 
for regardless of whether the job- 
ber or manufacturer is paying this 
unnecessary price, it is included in 
the cost to the consumer. 


HArpDWarE AGE would be pleased to publish any comments of man- 
ufacturers, wholesalers or retailers on this much-discussed *‘Mission- 
ary Salesman” question. 








HARDWARE AGE for FEBRUARY 12, 


1931 





When It Comes to Selling 


Sportinc Csoons 


OTIS STUBBS 


Savannah, Ga. 


E were talking about Otis. Stubbs. 

When a group of interested persons 
start talking about Otis Stubbs, there need 
be no lapse in the conversation. 


For Otis Stubbs, proprietor of the Stubbs Hardware 
Company, Savannah, Ga., largest dealer in southern 
Georgia and a whiz at selling outboard motors and 
boats, does things in a big way. His fertile mind can 
think up more stunts and unique selling plans in a day 
than a gag man in the movies. 


A gag man, you know, is the chap who figures out un- 
usual situations for the characters in the movie plots 
to get themselves into. Gags hold audience interest and 


amuse. Otis Stubbs is the gag man of the outboard 
motor industry. 


Added to this ability to create publicity and interest 
for his products, is a deep rooted desire to be of service 
to his customers and patrons. 


“Otis. Stubbs is the type of man who will load up his 
truck and drive 10 miles out into the country to put in 
a shear pin for a customer,” an informant told me. 
“Even when he is busiest in his office, he will drop 
everything to come down and sell a customer a nickel’s 
worth of fish hooks, and chew the fat for half an hour.” 


Eight Years Ago Stubbs Was Working 
as a Hardware Clerk 


These ingredients mixed together with the hard work- 
ing qualities of this southern dealer have spelled for 
him success. Eight years ago he was working as a 
clerk in a hardware store. He went into business for 
himself, and since that time his year’s gross has grown 


Stubbs Does Things 
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from $15,000 to 
$200,000. 










His activities in Stubbs store is a sportsmen’s rendezvous, 
sporting goods have Upper right: the Stubbs baseball club. 
increased his sales Right: Many of Stubbs customers in the 
: ate sporting goods department are women. 
in each of his lines, Below: The Stubbs basketball team 
and efforts to pro- 


mote one kind of 
goods has increased 
sales in all depart- 
ments. 





For instance, 
Stubbs sponsors two 
basketball teams, a 
playground baseball 
league, and a bowl- 
ing team. His ath- 
letes are winners as 
a rule, and interest 
in them in Savannah 
and the surrounding 
territory is keen. He 
calls his teams, 
Stubbs’ Sea Horses, 


Continued on page 72 


a BIG Wa 








HARDWARE AGE for FEBRUARY I12, 


1931 





A copy of the engrossed 
scroll and gold medal pre- 
sented to Saunders Norvell, 
President of the Remington 
Arms Company and Con- 
tributing Editor of Hardware 
Age. The inscription on the 
scroll designates Mr. Norvell 
as an outstanding individual 
for fifty years connected with 
the industry who by his ac- 
tivities has reflected credit 
upon it. After reviewing his 
business career ‘chronologic- 
ally it states: “In addition 
to the above activities Mr. 
Norvell has been contribu- 
ting Editor of Hardware 
Age, and his weekly articles 
have been of real interest to 
all connected with the indus- 
try. In addition he is the 
author of ‘Forty Years of 
Hardware’ which has been 
widely read.” 
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SAUNDERS NORVELL 
HONORED in PHILADELPHIA 


Hardware Merchants’ and Manufacturers’ Association of 
Philadelphia Presents Scroll and Medal, Citing Him as an 
Outstanding Individual in the Industry 


T the 45th annual banquet of 
the Hardware Merchants and 
Manufacturers Association of 
Philadelphia, held at the 

Bellevue-Stratford Hotel, that city, 
Thursday evening, Feb. 5, Saunders 
Norvell, president of the Remington 
Arms Co., New York City, was pre- 
sented with a gold medal and an en- 


grossed scroll as an “Award of Merit” 
for distinguished and outstanding ser- 


-vice to the hardware industry. A very 


large gathering of local hardwaremen 
and invited guests were present. Ed- 
ward E. Chandlee, president of the as- 
sociation, presided, and Charles W. 
Asbury acted as toastmaster and in- 
troduced the guest of the evening. The 


jury of award responsible for the se- 
lection of the candidate for these un- 
usual honors was composed of Messrs. 
Charles W. Asbury, Fayette R. Plumb 
and S. Horace Disston. 

In his remarks after the banquet 
Mr. Asbury told his audience that the 
jury had been appointed by the board 
of directors of the association, and 
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was charged with the duty of select- 
ing a man engaged in the hardware 
business who had rendered outstand- 
ing service to the industry that the 
association might thereby honor him. 
He stated that it had been easy for 
the committee to unite on Mr. Norvell 
because in every phase and activity of 
his career, not only in service and ac- 
complishments to his immediate busi- 
ness associates, but to the industry as 
a whole, and in later years through 
his writings in HARDWARE AGE, Mr. 
Norvell’s activities had reflected the 
mature judgment of the seniors with- 
in the ranks and had also been an in- 
spiration and guide to oncoming gen- 
erations. In the light of a coinci- 
dence, Mr. Asbury mentioned that it 
was 50 years to the day or week when 
Mr. Norvell first started with the 
Simmons Hardware Co. sweeping out 
the store, dusting desks and perform- 
ing other duties incidental to the func- 
tion of an office and stock boy, at a 
salary of $20 per month. From the 
modest beginning, he sketched Mr. 
Norvell’s brilliant and _ successful 
career, including his early selling on 
the road when “west of the Missouri” 
was still a frontier territory and the 
covered wagon a primary means of 
locomotion. Summarized, the 50 years 
are divided into the following epochs: 


1881-1901—Simmons Hardware Co., 
from stock boy to vice-president; 
1901-1911—President, Norvell - Shap- 
leigh Hardware Co.; ‘ 
1911-1918—President and editor 
Hardware Reporter; 
1914-1926—Chairman, 
Robbins, Inc.; 


1927 to date—President, Remington 
Arms Co. 


McKesson & 


Mr. Norvell Responds 


Mr. Norvell received an ovation as 
he arose to speak. He expressed him- 
self as deeply moved by the very great 
honor his friends and business asso- 
ciates had bestowed upon him. It 
was, he remarked, a tribute for which 
he felt himself most unworthy, but 
was one nevertheless which made life 
worth living and ideals worth striv- 
ing for, and something which was of 
immeasurable value in passing on to 
one’s children. Now that he had re- 
ceived his diploma, he feelingly and 
facetiously remarked, he supposed he 
should feel like a high school grad- 
uate, but had no desire for new 
worlds to conquer. His had been a 
busy and active life and if he had con- 
tributed anything to the common good 
he had been amply repaid in a happy 
family life, prosperous associates, in 
thousands of appreciative letters 
(though some not so) from young 
men and old, in and out of the hard- 


ware business who confessed to hav- 
ing been helped by his interpretation 
of business problems and his preach- 
ments on life. With his selection also 
to receive the “Award of Merit” he 
felt that his cup had been filled to 
overflowing. 


Mr. Norvell told that his boyhood 
ideal had been Benjamin Franklin, 
and of how the writings and autobi- 
ography of this eminent Philadelphia 
statesman and patriot had molded his 
young life and shaped his thoughts 
and policies. He also paid an eio- 
quent and feeling tribute to his first 
employer, Mr. E. C. Simmons, char- 
acterizing him as the greatest mer- 
chant of his day, as a great and nat- 
ural leader of men, and as an inspira- 
tion for the highest ideals in business. 
“No customer ever lost a _ dollar 
through trust in Mr. Simmons,” said 
Mr. Norvell, “no manufacturer ever 
was taken advantage of in any trans- 
action, and no employee ever felt but 
that his president and employer was 
his personal and best friend.” He 
recited many incidents and stories to 
illustrate the love and veneration felt 
for Mr. Simmons by his associates, of 
his help in solving problems, ironing 
out personnel conflicts, and how his 
unswerving integrity had molded and 
shaped the policies and the lives of the 
men who composed the great institu- 
tion built by him. 


Handled Much Philadelphia 
Made Hardware 


Mr. Norvell also mentioned that as 
a jobbers’ salegman he had sold mil- 
lions of dollars’ worth of Philadelphia 
made hardware; that as a jobbing 
executive he had bought millons of 
dollars’ work of the same kind of mer- 
chandise, and that since he had been 
a manufacturer he had also succeeded 
in selling millions of dollars’ worth of 
other merchandise to Philadelphia dis- 
tributors, and all without the loss of 
a single dollar to either side—‘“a 
tribute,” he added, “to the standards 
and ideals of Philadelphia men and 
business institutions.” His speech, in 
more or less fullness, follows: 


As far back as I can remember I 
had a certain talent for drawing, and 
so I was given lessons and the fam- 
ily planned I was to be an artist. 
However, fate took a hand. My 
father, who was in the cotton busi- 
ness, met with reverses, and at seven- 
teen I landed a stock clerk with the 
Simmons Hardware Co. 


One day having called the elevator 
I lay down full length on a case of 
screws on a truck in the cellar, and 
proceeded to conserve my strength by 
resting while I waited. I was sud- 


denly horrified to have Mr. Simmons 
standing over me. He looked at me 
grimly and remarked: “You certainly 
look very independent.” I was so 
rattled that before I realized what 
I was saying, I blurted out: “Yes, 
sir, anyone can afford to be indepen- 
dent on $5.00 a week.” Mr. Simmons 
smiled and walked away. A few days 
later he called me to his office and 
gave me a raise. 


After that he seemed to have taken 
an interest in me, and we had many 
chats. He once taught me a lesson 
I never forgot. I had been made sales 
manager. Others wrote the salesmen 
and gave instructions. I felt I was 
being ignored. I went to Mr. Sim- 
mons’ office and complained of this 
interference with my authority. Mr. 
Simmons listened patiently and then 
said: “All right, we will build a wall 
around your job. Now outline your 
duties as you see them.” When I had 
done this he looked at me, smilingly, 
and said: “How young and foolish 
you are! Don’t you know when men 
build walls they do two things—they 
not only wall the other fellow out, 
but they also wall themselves in? Take 
my advice and don’t build walls. Make 
friends and show by your industry, 
ability and results that you can han- 
dle the job, then authority will flow 
to you. No man can be permanently 
held in a position just by walls and 
regulations and titles unless he can 
handle the job.” 


All my life I have remembered this 
axiom and have never since attempted 
to build walls, but have done my best 
to break down walls between myself 
and others. As John Burroughs wrote 
in his immortal poem “My own will 
come to me.” 


My friends have been my greatest 
achievement in life. I have been 
blessed with wonderful friends, and 
from them I have gathered inspiration 
to labor, comfort in defeat, and en- 
couragement to carry on. 


Important Friendship 


If I should be asked tonight to 
what I attribute whatever measure of 
success in life I have achieved I would 
answer without hesitation to the 
friendships it has been my good for- 
tune to make with thinking men and 
women, both of high and low degree. 
I have learned the lesson that the only 
satisfaction in living this life comes 
through the development and broad- 
ening of one’s mental outlook upon 
the world, and that it is better 
to seek those who think great thoughts 
and live big lives in little houses 
than those others who live in the 
material grandeur of big houses 
walled in by little thinking. 
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Are You Getting 


Your RIGHTFUL SHARE 


of Your Customers’ Trade? 


By J. J. BERLINER, B.C.S. 


Senior Member of the National Accounting Systems 


UPPOSE an X-ray examination could be made of 

the books of every concern in the country, 

wouldn’t it be a matter of surprise to most pro- 

prietors and business executives to find a large 
number of accounts which were either stationary or 
declining in the amount of business done, and yet that 
is one of the most important items in any business. 
Getting customers is one thing; keeping them is an- 
other. A lot of money is spent constantly for the pur- 
pose of getting more business. Then why not keep 
track of the customers. Is a customer buying less, 
what’s the reason? If the account is stationary, there’s 
a reason. If there is no knowledge of these facts, there 
is no way of remedying this defect. 


Try Something Simple 


A simple system can easily keep track of accounts 
and show just what accounts are stationary or declining 
and by keeping these simple records, business will be 
increased. The following system was installed by an 
accounting concern and operates in this manner: 


The monthly totals book gives in a tabloid form the 
most vital statistics of the selling end. The book itself 
should be well bound and should contain from 200 to 
250 pages, with an alphabetical index for reference; it 
should be made upon the loose-leaf ledger plan, as being 
the most elastic method for expansion; the pages. should 
measure about eight inches in depth by about eleven 
inches across. However, size of pages can be decided by 
individual need. Some idea of the book is given by the 
illustrations, which show details of the design and allo- 
cation of one of the pages. Figure 1 shows the arrange- 
ment of one page. 


Arranging the book to meet all requirements—The 
first column is for the folio; and at the very top of the 
page appears the name of the company, followed by the 
name and address of the customer. Space is reserved 
on the left-hand side, directly under the customer’s 
name, for the ledger account number of his ordinary 
ledger account; on the right, a similar space is left for 
details of the terms of the account, i.e., percentage of 
discount allowed, and the period of the terms of pay- 


A simple system can easily keep track of accounts and 





shows which are stationary or declining and by these 
simple records business will be increased. 
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yeaR| MONTH | TOTAL] %| YEAR | MONTH} TOTAL] %| YEAR | MONTH | TOTAL | %| YBAR| MONTH | TOTAL| % 
These forms are 
explained in the 
text of this article. 
The page at the 

6 MOS (TOTAL 6 MOS} TOTAL 6 “0s TOTAL 6 MOS} TOTAL left shows the 
plan for the detail 
of the monthly 
totals book, while 
the page below 
shows the heading 
for a sample page 
of the book. 

6 KOS} TOTAL 6 wos | TOTAL 6 Mos} TOTAL 6 MOg TOTAL 

YEAR'$ TOTAL YEAR'S TOSAL YEAR'B TOTAL YEAR|S TOTAL): 

Fic. 2 PAGE X. Yo Ze CO 

ment. The space in the middle can be used for the cus- 

tomer’s telephone number and telegraphic address. The 

remainder of the page is then divided into half, each of siete 

which is again divided into four equal spaces at the we 

top and bottom, thus making eight spaces per page. ee ee eee ee 

The idea is to make each page cover as wide a period 

of time as possible. As shown, each space is sufficient 

to cover a period of six months, so each page, when quite cibiniinin — 

filled, shows the totals for four years. 

ACCOUNT 
A glance at Fig. 2 will show that the first column is LEDGER ACC. NO. 

the year to which the adjoining columns refer. Next TELEGRAMS 

follows a monthly column, a money total and percentage 

column; a ruling at the bottom provides a monthly 

Fic. 1 


total, followed at the extreme foot of the page by an- 
other ruling for a yearly total. 


The original carrying out of this idea did not contain 
all these details. They are the improvements suggested 
by use, and a word of explanation as to the apparent 
elaboration of detail is perhaps necessary. 


Keeping the Records 


The monthly totals book should contain all the neces- 
sary information. If the fullest use is to be made of 
the system, it is advisable to fill in the number of the 
account, terms of business, and telephone and tele- 
graphic addresses, because should the chief user of the 
books wish to consult the ledger, he has only to refer to 
the number of the account. The same applies to the 
terms of business—no reference is required elsewhere 
—and so delay is avoided. Should it be necessary to 
telephone or telegraph a customer, the book can be used 
as an index for instant reference, hence the idea of 
making each page as complete in detail as possible. 


The method of operation of the monthly totals book 
is simplicity itself. When starting the book, it is essen- 
tial to make one person responsible for it, such as the 
ledger clerk. 


The totals show at a glance how matters stand with 


each account—Before form 2 is started, two things 
suggest themselves. First, is it advisable to commence 
the book with the current year, or would it be wiser to 
start with one or two years back? Each business must 
decide this question for itself, but in a majority of 
cases, it is a good plan to enter-it up for at least the 
year previous tothe inauguration of the system. The 
next step is to get the book entered up to date, and see 
that is is regularly done, month by month. 

The ledger totals should be entered in the monthly 
columns in black ink. Then the six months’ totals are 
added up, and the result written down in green or other 
colored ink, and the two half-yearly totals, added to- 
gether, should appear in red ink. The same method 
should be adopted in dealing with the percentage col- 
umns, and in order to call attention to an increase or 
decrease in turnover, the letters “D” or “I,” as the case 
may be, should be placed beside the percentage figures. 
It is advisable to carry this out with the half-yearly 
and yearly totals, in order to show the comparison be- 
tween one period and another. 


The value of a completed list of periodic totals cov- 
ering, say, four or five years, cannot be overestimated. 
(Continued on page 70) 
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How Belcher 
& Loomis, of 
Providence, R. I., 
successfully op- 
erate an 


INDOOR 
GOLF course 


in connection 
with their hard- 
ware store. 





N indoor playground, including an 
eighteen hole miniature golf course, 
as well as facilities for many other 
indoor games is being successfully 

operated by the Belcher & Loomis Hardware 
Co., 122-130 W. Exchange St., Providence, 
R. I. The company has thus acquired the dis- 
tinction of being one of the first wholesale 
and retail hardware firms to take such a step. 
Few similar enterprises now in operation in 
the country are as elaborate and extensive. 
The entire top floor of the large, recently 
erected building, occupied by the firm is de- 
voted to the playground and the enterprise is 
proving a profitable venture. 


Why They Did It 


The idea was conceived as a result of a set 
of circumstances which are both unusual and 
interesting. The firm, which was established 
more than one hundred years ago, had for 
many years maintained a retail store in the 
heart of the shopping district of Providence. 
A warehouse, which principally served the 
firm’s wholesale trade, was located several 
blocks distant. Since automobiles began to 
get numerous, the store found that serving 
the customers who arrived by motor cars con- 
stituted a greater problem every year. Con- 
gestion at both the store and warehouse tied 
traffic in knots and customers lost patience 
when they were unable to secure immediate 
service or were unable to find parking space. 
Something had to be done to overcome the 
difficulty. At the same time, the quarters then 
occupied by the company did not provide ample 
space for the steady business expansion that 
was taking place. Increasing rents in the 
shopping district of the city was another fac- 
tor to consider. 
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Finally, as a solution to these 
problems, it was decided that the 
best policy would be to erect a new 
building in some location at the 
edge of the business section where 
both wholesale and retail depart- 
ments could be housed in the same 
structure. In choosing this lo- 
cation, the company kept in mind 
that while there would be less 
traffic congestion in such a location 
that additional room adjacent to 
the structure for a free parking 
space for the exclusive use of cus- 
tomers would be a decided asset. 
The present location and building 
meets these requirements in every 
particular. 


After both wholesale and retail 
stocks were consolidated in the new 
building the fourth floor became 
available. 


The Rhode Island School of Design 
is located in Providence and the 
decorations were planned and exe- 
cuted by students of its Design 
Department. In this process the 
drab gray of the ceiling and walls 
were made colorful and attractive. 


The ceiling was painted a bril- 
liant yellow, while modernistic de- 
signs in many colors were used on 
the walls. 


Miniature Course Installed 


The miniature golf course, which 
of course is the principal attraction 
was the first feature installed. At 
this time elevator service was not 
provided as it is now, but miniature 
golf enthusiasts did not mind climb- 
ing the three fairly long flights of 
stairs for the privilege of playing 
the midget game. Three golf driv- 
ing nets, each of a different type, 
were then installed and later facili- 
ties for ping-pong, badminton, 
shuffleboard, tennis, hand ball, 
Pickwick golf, pee wee golf and 
other games were made available 
as the popularity of the indoor play- 
ground increased. 


Elevator service is now provided 
as well as free parking space and 
these conveniences are stressed in 
connection with all indoor play- 
ground advertisements. The play- 
ground is open week days from 11 
a.m. until midnight and on Sun- 
days from 3 to 11 p.m. At one end 
of the floor, a room has been par- 





titioned off to serve as a gym for 
men and in it showers are provided 
for those who exercise vigorously 
with hand or medicine ball. Several 
mechanical exercisers of various 
types are also included in the equip- 
ment of the gym. 


In connection with the miniature 
golf course, it is interesting to 
learn that after the store had com- 
pleted it several prospects were so 
impressed by its appearance that 
they commissioned the firm to in- 








FREE 








le 
SHOPPING 1 


OUR SERVICE BUILDING 











This map is featured in 
the Belcher & Loomis 
advertising 


stall miniature courses in other 
nearby points, which increased the 
revenue from the enterprise. A 
compound of clay and cinders serves 
for the material which simulates 
the fairway of the real golf course. 
This is covered with a green com- 
pound to resemble grass which is 
rolled in and carefully cared for 
every day. 


Fred B. Dinger, who in the golf- 
ing season is the professional of the 
Agawam Country Club of Provi- 
dence, is in charge. While more 
men than women are said to pa- 
tronize the indoor playground, both 
sexes are usually well represented. 
The average attendance is good 
and returns are justifying the in- 
vestment represented as well as 
providing satisfactory returns. 


Normally, the person who is 
interested in indoor pastimes of the 


type provided in the playground 
during the winter is the same per- 
son who plays the real games in the 
summer. The’ only difference is 
that the person must purchase his 
or her equipment in the latter in- 
stance and that is where Belcher & 
Loomis begin to function. Large 
signs placed at strategic points in 
the indoor playground invite all 
who read them to visit the sporting 
goods department on the first floor. 
Four or five attractive show cases 
trimmed with sporting goods also 
are located in prominent spots. The 
firm stated that the influence of the 
indoor playground on_ sporting 
goods sales has been very favorable 
and a big factor in the success of 
the idea. In exploiting the play- 
ground the store uses mimeo- 
graphed circulars, which are used 
as envelope stuffers, etc., as well as 
newspaper advertising. Contests of 
various kinds are also sponsored 
and prizes are offered and these are 
often mentioned in the news and 
sporting goods columns of local pa- 
pers. The suggestion is often made 
in the advertising copy that organi- 
zations or business houses visit the 
playground in a group at a special 
rate by the hour or evening. 





GAMES AND RATES AT THE 
BELCHER & LOOMIS IN- 
DOOR PLAYGROUND 


Miniature Golf, afternoons, 35c. 
per round. 
Miniature Golf, evenings, 50c. 


* per round. 
Miniature Golf, children, 25c. 


per round. 

Ping Pong, 2 players, 25c. per 
VY, hr. 

Badminton, each player, 25c. 


per % hr. (Equipment, 10c. 
extra per person.) 

Shuffleboard, each player, 25c. 
per ¥ hr. 

Hand Ball, each player, 25c. 
per % hr. (Equipment, 10c. 
extra per person.) 

Tennis Practice Board, 25c. per 
Y, hr. (Equipment, 15c. ex- 
tra per person.) 

Master Driving Machine, one 
player, 50c. per % hr. (2, 3 
or 4 players, $2 per hr.) 

Golf Nets, each player, 50c. per 
Y hr. 

Golf Net Membership, $10 per 
season. 

Golf Instructions from Profes- 
sional, $2 per 2 hr. 

Pee Wee Golf Putter, 9 balls 
for 10c. 

Pickwick Approach Golf, 9 balls 


for 10c. 
Shower Baths, 15c. Gym, 25c. 
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Indiana Convention Attendance a Record 


are looking forward to a better 

business year in 1931, follow- 

ing the close of their thirty- 
second annual convention and ex- 
position in Indianapolis, which was 
hailed by Hoosier leaders of the 
trade as one of the most success- 
ful in the history of the Indiana 
Retail Hardware Association. 


The giant Manufacturer’s build- 
ing .at the Indiana State Fair- 
ground housed the exposition and 
the convention sessions were held 
in a nearby assembly room. The 
joint event lasted four days, Janu- 
ary 27-30 inclusive. 


A recorded attendance of more 
than 1,200 retail dealers was 
swelled by several hundred hard- 
ware men from surrounding States 
and by several thousand of the 
public, who were admitted to the 
exposition throughout one whole 
evening. The attendance exceeded 
that of last year. 


There were nearly 100 separate 
exhibits and. every conceivable 
piece of hardware, representing 
manufactures of at.least 200 firms, 
were on display. Business sessions 
were held in the morning and the 
afternoons were devoted to inspec- 
tions of the displays. 


Following the usual annual ad- 
vancement of officers, the follow- 
ing were elected: I. O. Reinoehl of 
Kendallville, president; William 
Emrich, Jr., of Indianapolis, first 
vice-president and L. M. Pletcher, 
of Delphi, retiring director, second 
vice-president. G. F. Sheely of 
Indianapolis was reelected secre- 
tary-treasurer. 


Members of the board of direc- 
tors are A. S. Gronemeier of Mount 
Vernon, Ralph David of Logans- 
port and Frank Duncan of Gosport. 
Members of the advisory board are 
the last four past presidents, A. 
Gunn Haydon, of Rushville, retir- 
ing president; Charles C. Bryan of 
Tipton, Cecil W. Miles of Corydon, 
and 8S. G. Bartel of Evansville, the 
latter a member of the board of 
the national association. 


One of the featured displays was 
a model hardware store, erected 
complete within the exposition 
building by the Van Camp Hard- 
ware and Iron Company of Indian- 
apolis and the David Lupton Sons 


[exer hardware merchants 


A. G. HAYDON 
Retiring President 


Company of Philadelphia. It con- 
tained a total floor area of 5,000 
square feet and was designed to 
educate the dealer to the advantage 
of attractive display and utilization 
of space. 


The model store contained on its 
shelves every piece of hardware 
that a modern and successful mer- 
chant might need and was adorned 
with fancifully decorated show 
windows. C. B. Crets, vice-presi- 
dent and general manager of the 
Indianapolis firm, was in charge. 
Mr. Crets said the model store, 
which was shown here for the first 
time, will also be displayed at the 
annual convention of the Illinois 
Retail Hardware Association in 
Chicago this month. , 


The addresses and discussions 
of the business sessions were built 
around the _ g¢onvention theme, 
“Team Work in Hardware Mer- 
chandising.” 


“Our conventions in recent years 
have kept the focus sharply on the 
distributing subject,” said Mr. 
Haydon, in his president’s address. 
“We have looked at the problem 
from the angle of the retailer of 
hardware, as it has related to his 
operations—defining his problems, 
his obligations and describing his 
opportunities.” 


Mr. Haydon declared that to gain 
a broader view of the trade as a 
whole, it would be necessary to 
focus the view on fundamental 
matters and currently outstanding 
problems, as they concern not only 
the retailer but the merchant who 
supplies him. 


G. F. SHEELY 


Secretary-Treasurer 


I. O. REINOEHL 
New President 


“So intimately interrelated are 
the three component factors of our 
industry that the difficulties of 
anyone becomes the interest and 
concern of all and common well- 
being depends on mutual under- 
standing and fair play and united 
efforts for general advancement,” 
he said. 


“The Merchandising Job’ was 
the session theme for the opening 
day. Robert F. Fry of Ottawa, O., 
discussed ‘‘The Job of Retailing.” 
Mr. Crets spoke on “A Joint Enter- 
prise,” and H. C. Atkins, president 
of E. C. Atkins & Company, Indian- 
apolis saw manufacturers, discussed 
“Following Through.” 


The second day session theme 
was “The Business of Selling,” led 
by Clark S. Wheeler, manager of 
the Refrigerating Equipment Com- 
pany who spoke on “Are You Sales 
Minded?” 


Mr. Wheeler asserted that cre- 
ation of the desire to buy is the 
first requisite of good salesman- 
ship. “There is little depression 
at the present time in the selling 
of specialty items, which are a 
large part of the hardware mer- 
chant’s stock in trade, but the de- 
sire for these articles, as always, 
must be created” he said. 


Other speakers were A. W. Aik- 
man of Chicago, who spoke on “A 
Demonstration of Modern Display 
Selling,” and W. B. Allen of Palo 
Alto, Calif.. president of the Na- 
tional Retail Hardware Association, 
who discussed “Successful Sales 
Promotion Methods” stressing the 

(Continued on page 71) 
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Public Utility Will Work In Harmony With 
Dealers As Result of Idaho Convention 


NE of the notable accom- 
O plishments of the tenth 

annual convention of the 

Idaho Retail Hardware and 
Implement Dealers Association, held 
at the Hotel Owyhee, Boise, Jan. 
27 to 29, was ae association’s 
committee on eétrical Utility 
Merchandising reached an agree- 
ment with the Idaho Power Co., to 
work in complete harmony and co- 
operation in merchandising electri- 
cal goods during the coming year. 
The meeting was the largest in 
point of numbers and the most vital 
in interest of any ever held by the 
organization. Pocatello was selected 
as the place for the 1932 convention 
and the following officers were 
elected: President, W. H. Cammer- 
er, Emmett; vice-president, J. E. 
Graham, Rexburg. Directors: R. B. 
Wells, Hailey, and J. W. Weeks, 
Wilder. 


Over one hundred members were 
in attendance when President 
Claude Bristline called the opening 
session to order Tuesday afternoon. 
In this session, as well as in the four 
sessions which followed, members 
demonstrated by their appearance 
and attitude collectively that 1930 
was a good year for Idaho hardware 
merchants. While volume was not 
up to past records, profits were bet- 
ter in proportion, and while receiv- 
ables were somewhat excessive, 
other factors have a healthier char- 
acter. Much has been achieved in 
cooperation, association strength 
and harmony in the trade. As a 
result, the improved status of most 
hardware merchants in their com- 
munities has been notable. 


The opening session was of in- 
troductory character. Mayor Pope 
greeted the delegates to Boise, and 
Past President A. E. Thiel, Mont- 
pelier, responded in behalf of the 
association. President Bistline’s an- 
nual address was a carefully pre- 
pared discussion of present eco- 
nomic problems. In concluding his 
remarks, he said: “I sometimes 
think the farmer is over-worked, 
over-advised, over-politicianed, over- 
regulated, over-lawed and over-com- 
missioned until he is about over- 
come. But good, sound practical as- 
sistance is still needed, and who is 
better able to assist in this work 






W. H. CAMMERER 
New President 


and who is in closer touch with the 
farmer than the retail hardware 
and implement merchant?” 


Other speakers at the opening 
session were: Charles A. McLean of 
the Boise City National Bank, on 
“When and How to Use Your Bank- 
er”; Alfred A. Kinney of the U. S. 
Bureau of Foreign and Domestic 
Commerce, on “Analyzing Distribu- 
tion Costs,” and Paul J. Stokes of 
the National Retail Hardware Asso- 
ciation, who discussed “Economic 
Reflections.” Having in mind that 
the year 1930 started from 4 to 7 
per cent below normal, Mr. Stokes 
expressed the belief that 1931 will 
start slow and that improvement 
will be evident by April or May, so 
that the year will equal 1930, and 
that normal will be reached in 1932. 


On Wednesday, in two sessions, 
the “Teamwork in Distribution” 
and “Better Merchandising” themes 
were carried out, discussed princi- 
pally by association members who 
had carefully prepared their con- 
structive treatment of the topics. 


Perhaps the chief interest was 
the outspoken outline by Charles L. 
Wheeler, secretary and assistant 
manager, the Salt Lake Hardware 
Co., Salt Lake City, regarding the 
functions which the local jobber can 
and should perform in the business 
of retail hardware merchants. 


Other topics discussed by as- 
signed speakers were as follows: 
“The Job of Retailing,” by N. P. 
Minster, Parma Hardware Co., 


CLAUDE BISTLINE 
Retiring President 





E. E. LUCAS 
Secretary 


Parma; “Following Through from 
the Standpoint of the Manufactur- 
er,” by Osgood Murdock, editor, 
Hardware World; “Store Manage- 
ment,” by A. E. Thiel, Montpelier ; 
“Business Control,” by A. W. Splin- 
ter, Nampa; “Unit Stock Control,” 
by H. E. Meyer, Nampa; “Credit 
Control,” by Sherman M. Coffin, 
Boise; “The Business of Selling,’ 
by Merrill Boyle, Blackfoot; “Sell- 
ing Outside the Store,” by R. L. 
Culley, Rupert; “Selling Inside the 
Store,” by Frank G. Greenburg, Po- 
catello; “Planned Selling,” by Roy 
S. White, New Plymouth; “Install- 
ment Selling,” by C. M. Merrick, 
Buhl; “The Problem of Buying,” 
by. M. Claire Baldridge, Parma; 
“Determining Consumer Require- 
ments,” by W. H. Cammerer, Em- 
mett; “Understanding Consumer 
Attitude,” by R. B. Wells, Hailey; 
“Facing the Facts of Competition,” 
by Coe M. Price, Wendell; “Up- 
holding Price. and Quality Stand- 
ards,” by W. A. Baker, Idaho Falls. 


Both sessions were summarized 
by Mr. Stokes of the National asso- 
ciation. 


The morning of the final day’s 
session was devoted to implements. 
The final session was addressed by 
Arno Dale Strong, editor of New 
West Trade, on “The Last West 
and What Has It?” and by Osgood 
Murdock, editor, Hardware World, 
on “Little Journeys to Western 
Hardware Stores.” Ex-governor 
Baldridge sounded the final keynote 

(Continued on page 71) 
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Nebraska Convention Discusses 
Utilities Question 


Indorses Movement to Restrain Public Service Corporations 
from Selling Merchandise 


HE program of the Nebraska 
Retail Hardware Convention, 
held in Lincoln, Jan. 27-30, 
centered largely around the subject 
of utilities merchandising. It closed 
with a strong resolution condemn- 
ing the practice, backed up by active 
financial support of the committee 
appointed to promote proper legis- 
lation on the subject. 


This committee, composed of 
Victor Anderson, Havelock, Neb., 
George Bischof, Nebraska City, and 
C. C. Johnson, Omaha, has been 
busy for some time on the subject 
and presented a carefully worked 
out program which was ratified by 
the association. A bill to make it 
illegal for utilities to merchandise 
was submitted to the State. Legis- 
lature at the close of the convention. 


Among the speakers on the sub- 
ject were Llew S. Soule, Editor, 
HARDWARE AGE, C. A. Sorenson, 
Attorney General of Nebraska and 
the committee members. Not only 
was the moral and financial back- 
ing of the association guaranteed, 
but a very substantial sum was 
raised by voluntary usbscription of 
the membership. 


Mr. Soule’s address dealt with 
the principle involved in the sell- 
ing of merchandise by utilities 
companies, and the opportunity pre- 
sented for acts inimical to the 
interest of the general public, as 
well as that of merchants, whole- 
salers and manufacturers. He out- 
lined the three methods practiced 
by utilities today; one where the 
company merchandises aggressively 
and ruthlessly; one where the util- 
ity merchandises but does so on an 
ethical basis, cooperating. with 
established merchants; one. where 
the utility sells no merchandise, but 
confines its efforts to promotional 
work, leaving the appliance sales to 
established merchants. He quoted 
examples and discussed the entire 
subject in a clear and logical man- 
ner. In closing he urged the 
members to study the situation 
carefully and get actively behind 


JOHN KRESL a; 
New President 


the movement to better conditions. 


Attorney-General Sorenson fol- 
lowed, speaking on public utility 
merchandising as unfair competi- 
tion. He advised dealers to take 
an active interest whenever utility 
companies endeavor to obtain fran- 
chises in their districts, and to have 
a clause embodied in the franchise 
to the effect that the utility will 
not engage directly opr indirectly in 
the sale of merchandise. He further 
advised them to get behind any 
proper legislation on the subject, 
and to work for the creation of a 
State trade commission operating 
along the lines of the Federal Trade 
Commission. 


The committee then outlined its 
program and the association voted 
its unanimous support. A resolu- 
tion on the subject was adopted as 
follows: Be it resolved, That the 
Nebraska Retail Hardware Asso- 
ciation go on record as favoring 
the confining of the activities of 
public utility companies to the sale 
of those particular commodities for 
which they are chartered, namely, 
electricity, gas or water, and pro- 
hibiting such utility companies 
from engaging in the sale of any 
merchandise, and that we urge 
other State associations and the 
National association to increase 


A. SIMERKA 
Retiring President 


‘GEO. H. DIETZ 
Secretary-Treas. 


their activity on behalf of such 
legislation. The association also 
went on record as opposing any 
retail sales tax legislation. 


The opening session of the con- 
vention dealt with “The Merchan- 
dising Job,” a subject covered 
clearly and logically. in the address 
of President J. A. Simerka, Walt- 
hill, Neb. 


Speakifg of the business depres- 
sion, he placed the blame largely 
on a loss of consumers’ appetite, 
induced by previous over buying; 
when a realization of this fact 
came to the general public it 
crystallized into an‘ epidemic of 
fear which congealed the commerce 
from farms, mines and factories. 
The remedy, he added, is faith— 
faith in ourselves and our country. 
Optimism is a wonderful asset, but 
it must have justification to achieve 
its purpose. No constructive end 
is gained by handing out platitudes 
to camouflage existing conditions. 
We are on our way to better con- 
ditions, but the progress will be 
slow, and will require courage and 
work. It will also require a maxi- 
mum of team work among the fac- 
tors of the industry—manufactur- 
ers, wholesalers and retailers. 


Another speaker at this session 
was N. A. Gladding, vice-president 
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and general sales manager, E. C. 
Atkins & Co., Indianapolis, whose 
subject was “Following Through.” 
“Life’s pathway,” he said, ‘“‘is 
strewn with wrecks of humanity 
who tried to start something and 
failed to follow through. One of 
the best descriptions of following 
through are the three words: Fol- 
low—Succeed—Ensue. The word 
follow is taken from the German 
word ‘wandeln,’ meaning ‘to go.’ 
Succeed is from the Latin ‘succedo,’ 
meaning ‘to work after.’ Ensue is 
from the French ‘ensinore,’ ‘to fol- 
low close upon the back or at the 
heels.’ ” 


Like a good golfer, the merchant 
must take a good stance, a good 
aim, the right swing; hit the ball 
on its nose, and then follow through. 


The manufacturer’s stance is 
represented by his knowledge of 
manufacturing, He must know his 


markets and not try to sell the 
wrong goods in the right place. He 
must have the right policies, and 
he must follow through with proper 
advertising and team work with 
merchants and wholesalers. 


Other speakers were B. B. Bar- 
ber, Homer, Neb., on “The Job of 
Retailing”; H. B. Mize, Blish, Mize 
& Silliman Co., Atchison, Kan., on 
“A Joint Enterprise,” and C. E. 
Bradly, Blue Mound, IIl., on “Are 
You Sales Minded?” There was 
also a demonstration of modern 
display selling by D. E. McCauley, 
field man of the Nebraska Asso- 
ciation. At the clase of each ses- 
sion a summarizing address was 
made by Rivers Peterson, editor, 
Hardware Retailer. Mr. Peterson 
also spoke at the Friday session on 
the subject “Buying to Sell,” which 
dealt largely with the method of 
buying backward to meet price. 


The report of Secretary George 
H. Dietz revealed the association 
as in excellent condition with an 
active membership of 708. This is 
a decline of only 36 members from 
the peak of 1930, despite adverse 
business conditions. He outlined a 
substantial program of applied ac- 
tivity which included a full time 
field service man for 1931. 


The officers elected for the com- 
ing year are as follows: President,” 
John Kresl, Omaha, Neb.; first 
vice-president, George Peck, Rush- 
ville, Neb.; second vice-president, 
B. B. Barber, Homer, Neb. Mem- 
bers elected to the board: L. W. 
Jennings, McCook; D. D. D. Boyd, 
Columbus; J. M. Elwell, Jr., Spring- 
field. George H. Dietz was re- 
elected secretary-treasurer of the 
association. 


The convention will be held in 
Omaha in 1932. 





New Catalogs and Dealers’ Helps Available 


Chandler Cap Screws Shown 
in Attractive Catalog 


A pictorial presentation of- the Chand- 
ler Products Corp., 149] Chardon Rd., 
Cleveland, Ohio, its.:-plant, equipment, 
methods and some of its products, has 
been gathered together in an attractive 
booklet issued by the organization. The 
company is offering a line of hexagon 
head cap screws to the hardware and 
mill supply wholesale distributors. 


The booklet expresses the company’s 


business attitude and methods of opera- 
tions. Various members of the com- 
pany’s employees are shown at their work, 
as well as pictures of some of the more 
important units-of the company. Inspec- 
tion methods and regulations in effect at 
the company’s plant are illustrated and 
described. ‘ 





Robbins & Myers Issue 
Catalog and Portfolio 


Robbins & Myers, Inc., Springfield, 
Ohio, has recently issued its 1931 fan 
catalog and dealer portfolio. The cata- 
log, which is illustrated in colors, shows 
oscillating and non-oscillating fans, for 
ceiling, wall and table or stand use, in- 
cluding the new modernistic patterns and 
the combination fan and lighting fixtures. 
Specifications, prices and_ illustrations 
give a complete picture of the fan lines 
mentioned in the catalog. Diagrams in 
the rear pages of the book indicate in- 
formation as to suspension specifications. 

The portfolio shows samples of Rob- 
bins & Myers dealer helps for helping 
market the company’s line of electric 


fans. Talking points, sales points and 
a description of fan displays, newspaper 
cuts and mats are included in the port- 
folio. 


The Lenk Mfg. Co. 
Issues Catalog No. 100 


The Lenk Mfg. Co., Newtor Lower 
Falls, Mass., has ready for distribution 
its latest catalog, No. 100, showing the 
complete line of Lenk automatic blow 
torches, hub gasoline torches, aluminum 
solder and flux solder. Each item is 
fully described. 








Mathias Klein & Son 
Issues Pocket Tool Guide 


Mathias Klein & Sons, 3200 Belmont 
Ave., Chicago, has issued an interesting 
handbook containing tables and valuable 
information for electricians, linemen, etc. 
A copy of this book, “Klein’s Pocket 
Tool Guide,” No. 30, will be sent to 
anyone interested by addressing the above 
company. 





“The Plant and Products 
of the Union Hardware Co.” 


An attractive folder has been issued by 
the Union Hardware Co., Torrington, 
Conn., with the title “The Plant and 
Products of the Union Hardware Co.” 
Included in the circular are an aerial 
view of the company’s plant, illustra- 
tions of skating outfits, accessories, fish- 
ing reels, fishing equipment, etc., whistles, 
brushes, tools, tool handles and roller 
skates and roller skate parts. 


Standard Gas Equipment Issues 
“Today’s Mode in Gas Ranges” 

“Today’s Mode in Gas Ranges” is the 
title of an attractive booklet issued by 
the Standard Gas Equipment Corp., 18 
E. 41st St. New York City. IIlustra- 
tions show the features and advantages 
incorporated in the line offered by the 
company. Each model illustrated is de- 
scribed in detail as to specifications and 
equipment. In the rear pages of the 
book are shown some of the outstanding 
new buildings in which Standard Gas 
Equipment Corp. has installed equipment. 
The advertising and sales promotion plans 
of the organization are given in the book- 
let. 


Owens-Illinois Issues 
500-Page Catalog 


Owens-Illinois Glass Co., Toledo, Ohio, 
has issued a 500-page catalog, printed in 
colors and bound in covers of silver and 
black. The catalog gives manufactur- 
ing and related data of value to all who 
use or are interested in glass containers. 
Hundreds of bottles and jars in scores 
of shapes, designs and sizes are illus- 
trated. Binder is of loose-leaf type, so 
that new and supplemental pages may 
be inserted easily. The company refers 
to the catalog as being an encyclopedia, 
textbook and catalog on the glass indus- 
try. For some industries particular sec- 
tions are being mailed, while the com- 
plete catalog is available, where needed. 
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Use These Ads To Put “Pep” Into 


Your Spring Promotion Program 











Little necessities to help in the kitchen. We list a few of 
the hundreds of items we have in the store. Drop in and see 
the new things we have received recently. 


(Descriptions 
and Prices) 





STORE NAME 


(Descriptions 
and Prices) 








OW is the time to 

think of Spring and 
your promotion plans. 
Think in terms of Spring 
now and check up on the 
necessary merchandise and 
display it attractively. 


These little ads will go a 
long way in helping you 
put across better business 
for Spring. 


A little effort on your part 
plus an advertising “tie- 
up” will result in profit- 
able returns. Get after 
Spring business NOW. 




















Window Shades 


Why not replenish your Win- 
ter-worn window shades now? 
Note these prices— 


(Items) 


STORE NAME 
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Order 


If you have local stereotyping 
facilities, request the complete 
set of mats of all the advertis- 
ing illustrations of these two 
pages, inclosing your check for 
$1.25. If you need mounted cuts 
order them by number given 
under each cut, listing the num- 
bers in a column, Figure the 
charge at 35c. for each cut when 
less than ten cuts are ordered ; 
when ordering ten cuts or more, 
figure the charge at 30c. for 
each cut ordered. Inclose check 
with order, please—this saves 
bookkeeping for small amounts. 
Send all orders to 


HARDWARE AGE 
ADVERTISING FEATURE 


239 West 39th St., New York City 











Fix-up Your 
_Floors—NOW! 


It’s really surprising how 
easy it is to fix up your 
floors—drop in and let us tell 
you about it. 


(Items) 


STORE NAME 
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FENCING. 


a on 
No. AS ¢ Wer (ll) (oe 


Now is the time to repair your fences. Drop in and 
see our complete assortments of different size fencing. Aluminum Ware 
Prices are most moderate now! 





Our Aluminum Ware stocks 











| SRR a, > i 
ie “i are complete and are indeed 
% r >> moderately priced. Please 

7 note these prices. 

(Items) ‘ (Items) 
5 
No. A6 
(Items) 
(Items) 


STORE NAME STORE NAME 
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No. A10 


Check up on your garden and lawn tools 
now and be sure to take advantage of 
these low prices. We have everything 


for the lawn and garden. . 
vst Fix Up Your 


Screens—NOW ! 


Before it is too late, get the 
proper wire, tools, nails, etc., 
(Items) and fix up your window 
screens and screen doors. 


(Items) 





(Items) 


(Items) 





STORE NAME STORE NAME 
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The Amended Capper-Kelly Bill 


Interpretation of “Tools of Trade” Exemption 

in McSwain Amendment Will Have a Very 

Direct Bearing on Value of This Price Mainten- 
ance Legislation to the Hardware Trade 


HE Capper-Kelly Bill was 

passed by the House of 

Representatives on Thurs- 

day, Jan. 29. It carries 
with it eleven amendments and is 
now due for consideration in the 
Senate. 


HARDWARE AGE was particularly 
pleased with the Eaton amendment 
which corrected a previous weak- 
ness in the structure of the bill. 
This amendment specifically asserts 
the right of the producer to protect 
his price through the wholesaler— 
to the retailer—to the consumer, an 
important condition not previously 
provided. As readers will recall, it 
was on this very phase of the Cap- 
per-Kelly Bill, that this publication 
took issue with Senator Capper and 
Congressman Kelly, pointing out 
that the bill permitted a loophole 
for chains, mail order firms and 
others wishing to beat the law. 
(See HARDWARE AGE, Dec. 11, 1930, 
and succeeding issues.) On the op- 
posite page note the second para- 
graph which is the Eaton amend- 
ment. 


What Are “Tools of Trade’’? 


However, the McSwain amend- 
ment provides so many exemptions 
that the value of the complete bill 
has lost much of its hoped for 
strength. Mr. McSwain’s contribu- 
tion to the measure is the last half 
of the first paragraph shown in bold 
faced type in the text on the op- 
posite page. 


Among the commodities on which 
price contracts may NOT be made 
are “tools of trade” and agricultu- 
ral implements. The vagueness of 
the term “tools: of trade” causes 
speculation as to interpretation. It 
certainly must include all kinds of 
mechanics’ hand tools and probably 
power tools that may be or are used 
in following a trade. It has been 
suggested in Washington that 
“tools of trade” may easily include 
kitchen utensils, cutlery and many 
other housefurnishings, as all of 
these products are used by domes- 
tics, cooks and chefs in pursuit of 
their livelihood. Should such a 
strong interpretation be placed on 
the exemption of “tools of trade” 
the hardware trade will be very 
much disappointed with the Capper- 
Kelly Bill. In fact the exemption 
of “such necessities as meat, meat 
products, flour, flour products, 
canned fruits and vegetables, all 
clothing, shoes and hats” appears 
to take from independent retailers 
in most fields any hope of price 
maintenance. 


In a bulletin dated Jan. 31, 1931, 
the American Fair Trade Associa- 
tion, which has strongly supported 
the Capper-Kelly Bill, refers to the 
measure “as passed by house with 
principle unimpaired.” Recogniz- 
ing the importance of the Eaton 
amendment, Edmond A. Whittier, 
secretary-treasurer of the organiza- 
tion, mentioned this angle in his 


first paragraph, saying, “After a 
five-hour battle, the House, on Jan. 
29, passed the Capper-Kelly Resalé 
Bill by viva voce vote. An amend- 
ment was adopted which specifically 
asserts the right of the producer 
to protect his price through the 
wholesaler to the retailer, as pro- 
vided in the original bill. No 
amendment was adopted which im- 
paired the principle long fought for, 
to restore the right of contract be- 
tween producer and distributor, 
which was invalidated by the Miles 
decision. 


Says Amendments Can Be 
Corrected. 


“The only restrictive amendment 
was one offered by Mr. McSwain, of 
South Carolina, denying the con- 
tractural rights to producers of 
meat, flour and a few other prod- 
ucts.” The bulletin concluded with 
“Passage of the bill is a declara- 
tion of public policy by the house 
which negatives the Supreme 
Court’s interpretation of the Sher- 
man Act in the Dr. Miles case. The 
contractural right, which the Su- 
preme Court denied in that case, 
and which is the fundamental prin- 
ciple of the bill, is upheld: Amend- 
ments can be corrected.” 


Certainly correction of the 
amendment including the exemp- 
tion of “tools of trade” and agri- 
cultural implements is something 
which the hardware industry must 
seek in a most aggressive manner. 
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The Text of the Amended Capper-Kelly Bill, as Passed by the 
House of Representatives, January 29, 1931 






Light faced type indicates bill as presented to Con- 
gress for action and BOLD FACED TYPE gives the 
amendments added and included in the measure as 
passed. 

















AN ACT 


To protect trade-mark owners, distributors, and the public 
against injurious and uneconomic practices in the dis- 
tribution of articles of standard quality under a distin- 
guishing trade-mark, brand or name. 


Be it enacted by the Senate and House of Representa- 
tives of the United States of America in Congress assem- 
bled, That no contract relating to the sale of a commodity 
which bears (or the label or container of which bears) the 
trade-mark, brand, or trade-name of the producer of such 
commodity, and which is in fair and open competition with 
commodities of the same general class produced by others, 
shall be deemed to be unlawful, as against the public policy 
of the United States or in restraint of interstate or foreign 
commerce or in violation of any statute of the United 
States, by reason of any agreement contained in such 
contract, but no such contract shall authorize the pro- 
ducer, or manufacturer, or packer, giving a trade-name, 
brand, or trade-mark to any commodity, to fix or prescribe 
the retail prices of such necessities of life as meat and 
meat products, flour and flour products, agricultural im- 
plements, tools of trade, canned fruits and vegetables, all 
clothing, shoes, and hats. 

That the vendee will not resell such commodity except 
at the price stipulated by the vendor ‘and/or that the 
vendee will require any dealer to whom he may resell such 
commodity to agree that he will not in turn resell except 
at the price stipulated by such vendor or by such vendee 
which price shall have been printed in plain figures on 
original label or other identifying device on said commod- 
ity. 

Sec. 2. Any such agreement in a contract in respect to 
interstate or foreign commerce in any such commodity 
shall be deemed to contain the implied condition— 

(a) That during the life of such agreement all purchas- 
ers from the vendor for resale at retail or for delivery 
after such resale or in any city or town merchants located 
in which are in fair and open competition wit such vendee 
shall be granted equal terms as to purchase and resale 
prices; 





When you hear the remark “he 
has an axe to grind,” you are listen- 
ing to the words of Ben Franklin. 
It was during his boyhood that a 
man flattered him into turning a 
grindstone, and having thus made 
use of him, told him to be off. It is 
easy to understand why Franklin 
warned others of men with “axes 
to grind.” The expression “getting 
down to brass tacks” also comes to 
us from colonial times. In those 
days, and, in fact, until much more 


How Some Old Sayings Began 


recent times, tacks with brass heads 








(b) That the vendee may resell at a price below the stip- 
ulated resale price which yields not less than 20 per 
centum over the actual bona fide purchase price paid by 
him; 

(c) That such commodity may be resold without refer- 
ence to such agreement— 

(1) In closing out the owner’s stock for the purpose of 
discontinuing dealing in such commodity or of disposing, 
toward the end of a season, of a surplus stock of goods 
specially adapted to that season; 

(2) With notice to the public that such commodity is 
damaged or deteriorated in quality, if such is the case; 

(3) By a receiver, trustee, or other officer acting under 
the orders of any court or any assignee for the benfit of 
creditors; 

(4) When it is necessary to the conduct of the business 
of the owner either because of excessive inventory or be- 
cause of insufficient funds or credit; or 

(5) If after the vendee gives notice to the vendor con- 
taining a statement of the quantity and condition of the 
commodity and the cost price thereof, less transportation 
charges paid by the vendee, if any, thereon, the vendor fails 
within ten days to repurchase such commodity at the cost 
price less such transportation charges, if any, and less a 
reasonable adjustment for deterioration in quality, if any. 
For the purposes of this section, notice served by registered 
letter mailed to the vendor shall be sufficient and such pe- 
riod of ten days shall run from the delivery of the letter 
to the vendor. 

Sec. 3. Nothing contained in this Act shall be construed 
as legalizing any contract or agreement between produc- 
ers or between wholesalers or between retailers as to sale 
or resale prices. 

Se. 4, As used in this Act— 

(1) The term “producer” means grower, packer, maker, 
manufacturer, or publisher. 

(2) The term “commodity” means any subject of com- 
merce. 

Passed the House of Representatives January 29, 1931. 
Attest: Wm. Tyler Page, 

Clerk. 






were driven into the counters of 
dry goods stores for the measuring 
of fabrics. When the customer was 
decided upon his purchase, the 
transaction “got down to brass 
tacks.” A less familiar term today, 
(‘pay on the nail,” is said to date 
back to the time of the old traders 
of Bristol, England. There, on the 
exchange, were four pillars with 
tops like nail heads. The traders 
used them as desks to settle their 
accounts, thus the saying. 
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EDISON LAMP WORKS 
HOLDS SALES DINNER 


One hundred and eighty-two 
guests attended the dinner given 
at the Hotel Lincoln, New York 
City, on Jan. 30, by the Edison 
Lamp Works of General Elec- 
tric Co. to mark the completion 
of the Second Fifty New Busi- 
ness Drives by that company in 
the New York district. 

The second fifty new business 
drive was conducted by the 
Edison Lamp Works and _ its 
“B” agents during the period 
July 1-Dec. 31, so named as 
1930 marked the beginning of 
the 51st year of the incandes- 
cent lamp business. At the din- 
ner it was announced that the 
district sales quota of $525,000 
had been passed, and that 1318 
lamp contracts had been signed, 
having a basic value of $650,585. 
The thirteen salesmen who did 
the best all-round jobs in their 
organization were awarded 
prizes. A loving cup, known 
as the H. B. Myrtle award was 
presented to Edward V. Bergui 
of Viking Products Corp., in 
recognition of his having done 
the most outstanding job of any 
salesman in the entire New 
York district. 

Speakers of the evening were 
E. E. Potter, sales manager, 
Edison Lamp Works; P. D. 
Parker, assistant sales manager, 
Edison Lamp Works, and H. B. 
Myrtle, district manager, Edison 
Lamp Works. Jobbers of the 
New York district represented 
were: W. L. Blumberg Co., 
Chas. J. Smith & Co., W. E. 
Prudent Co., Inc., Samuel Frost, 
General Electric Supply Corp. 
(New York), General Electric 
Supply Corp. (New Jersey), 
Edison Lamp Service, Inc., Jo- 
seph Kurzon, Ross Electric Co., 
National Light & Electric Co., 
Greenfield Electric Supply 
Corp., E. B. Latham & Co. 
William Davis Hawk, Metro- 
politan Electrical Distributors, 
Inc., Lafayette Electric Corp., 
Royal Eastern Electric Supply 
Co., Charles Kurzon, Viking 
Products Corp., Syracuse Sup- 
ply Co. and Southern New En- 
gland Electric Co. 





WANTS NEW CATLOGS 


L. F. Prescott Hardware Co. 
24 Cohannet, Taunton, Mass., 
wants new catalogs from manu- 





| 
facturers. A recent fire de-| ROY GREENWOOD JOINS 


stroyed part of the business, 
but the store is again in opera- 
tion. 


WIRE SCREEN MAKERS 
FORM INSTITUTE 


An organization known as the 
Wire Screen Manufacturers’ In- 
stitute has been formed by a 
majority of the important fac- 
tors in the production of wire 
screen cloth. The Institute will 
operate a trade extension bu- 
reau to assist jobbers and deal- 
ers in furthering sales of wire 
screen cloth and help find new 
uses for that commodity. Data 
and statistics of value to mem- 
bers will be collected and dis- 
seminated. 

The Institute will operate to 
promote and further the inter- 
ests of wire screen cloth manu- 
facturers in engineering, safety, 
transportation and merchandis- 
ing problems, and to promote 
the standardization of wire 
screen cloth for. purposes of 
eliminating waste and reducing 
costs. A uniform method of 
cost accounting is another point 
in which the institute is inter- 
ested. 

George E. Watson, former 
sales manager of the Wickwire 
Spencer Steel Co, New York 





City, is general secretary of the 
Institute, with offices at 74 Trin- 
ity Place, New York City. | 


AMERICAN CHAIN CO. 


A. P. Van Schaick, general 
manager of sales, American 
Chain Co., Inc., and associate 
companies, Bridgeport, Conn., 
has announced the appointment 





ROY GREENWOOD 


of Roy E. Greenwood as as- 
sistant general manager of sales, 
with headquarters in Bridge- 
port. Mr. Greenwood, whose 
appointment was effective Feb. 
2, was formerly associated with 
the Simonds Saw & Steel Co., 
Fitchburg, Mass. 


Gallaher Addresses 


E. B. Gallaher, editor, Clover | 
Business Service, and treasurer, 
Clover Mfg. Co., Norwalk, 
Conn., addressed the 55 mem- 
bers and guests at the Jan. 31 
meeting of the Hardware Boost- 
ers at the Hardware Club, New 
York City. Mr. Gallaher was 
introduced by President Charles | 
J. Heale, HArpware AGE, New | 
York City. The speaker pointed 
out that the present economic | 
situation is part of a 25 year 
cycle, which includes a general 
downward trend of 20 years 
and a five year period in which 
the price and cost level is hori- 
zontal. Each cycle, Mr. Gallaher | 
explained, started with an/| 
abrupt fall in commodity prices | 
and wages, the last downward | 
trend having been caused by | 








Hardware Boosters 


over-expansion of credit. He 
advocated a rapid turnover as 
the. means of profit rather than 
an increase in prices, and held 
that the retailer and manufac- 
turer had been taking all the 








profits, while the consumer had | 


been deprived of his just share. 


Business, according to Mr. | 


Gallaher, is as plentiful today 
as ever, but prices and costs of 
production are at a lower rate. 
The wide-awake merchant can 


make. as much in a downward | 


trend as in an upward trend, 
according to Mr. Gallaher, who 
said that the consumer deter- 
mines what the merchant sells, 
the selling price and the amount 
consumed. 

With lower prices, resulting 
from lower rent, elimination of 


50 


careless and incompetent labor 
and payment to the wage earner 
on the. basis of actual produc- 


‘tion, a lower cost and selling 


price will be obtained, he stated. 
Another aid in righting the sit- 
uation, Mr. Gallaher stated, is to 
refrain from pushing self-sell- 
ing merchandise and by carry- 
ing only that which has con- 
sumer value. He urged his lis- 
teners to study economics more 
closely. 

Other guests were C. J. 
Smith Chas. J. Smith & Co., 
New York City, and president, 
Metropolitan Wholesale Hard- 
ware & Housefurnishings As- 
sociation; Edward A. Mahoney, 
vice-president, New York Re- 
tail Hardware Association; J. 
J. Leonard, North Jersey Hard- 
ware’ & Supply Association; 
Frank S. Sticht, president, New 
York Retail Hardware Associa- 
tion, and R. J. Atkinson, Brook- 
lyn, N. Y., past president, N. R. 
Hm. A; : 

The beefsteak dinner is to be 
held at Schleifer Fashion Cen- 
ter Grille, 141 W. 38th St., be- 
tween Broadway and Seventh 
Ave., New York City, on 
March 5. 


WILCOX, CRITTENDEN 
PURCHASES NATIONAL 
_ MARINE LAMP CO. 


Wilcox, Crittenden & Co., 
Middletown, Conn., makers of 
marine hardware, have pur- 
chased the National Marine 
Lamp Co. of Forestville, Conn., 
which has been under receiver- 
ship. The Middletown company 
will operate the Forestville plant 
as a branch plant. 


PAHL DIRECTS SALES OF 
HAMMACHER,SCHLEMMER 


August Pahl, veteran hard- 
ware man in the metropolitan 


| New York area, who has been 





vice-president in charge of 
buying for Hammacher, 
Schlemmer & Co., New York 
City, for many years, has taken 
charge of the sales activities of 
the organization. Mr. Pahl has 
been with that company more 
than 46 years. 
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PHILIP KEMPTER DIES 


Philip Kempter, 64, works 
manager, Geuder, Paeschke & 
Frey Co. Milwaukee, Wis., 
who was one of the pioneers in 
the development of metal stamp- 
ing in this country, died Jan. 
26 after a long illness. He had 
been associated with the or- 
ganization for 33 years, having 
had his late position for some 
time. Mr. Kempter, who was 





PHILIP KEMPTER 


known wherever steel stampings 
were used, was responsible for 
the development of many of the 
metal stampings used by the 
automobile industry. He _ is 
credited with having made the 
first steel oil pan for motor 
cars. For many years he had 


been recognized as an expert in. 


problems of deep drawing of 
metal, having successfully de- 
veloped many intricate stamp- 
ings. 

W. COREY BAIRD DIES 

W. Corey Baird, Alexander 
Grant’s Sons, Syracuse, N. Y., 
hardware retailers, died sudden- 
ly at his home Jan. 31. Mr. 
Baird was well known in New 
York State as a builders’ hard- 
ware expert. He had spent his 
entire business career of more 
than 47 years with the Grant 
company. Mrs. Baird and four 
children survive. 





KEN-RAD HOLD ANNUAL 
SALES CONVENTION 


Optimism and confidence were 
very apparent at the sales con- 
vention held by The Ken-Rad 
Corp., Owensboro, Ky., Jan. 19- 
21. R. E. Smiley was in charge 
of the meeting, which started 
off with a breakfast of the en- 
tire sales force. A trip was 
then made through the tube and 
lamp factory under the super- 
vision of H. S. Dunning, chief 
of the quality division. Fol- 
lowing luncheon, the meeting 
was turned over to Mr. Dun- 
ning, who directed demonstra- 
tions of Ken-Rad features. 
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That evening Roy Burlew, 
president of the Ken-Rad Tube 
& Lamp Corp., was host at a 
banquet attended by the per- 
sonnel of the sales engineering 
and manufacturing departments. 


Tuesday was devoted to sales | 


problems exclusively; Mr. Smi- 
ley concluding the formal meet- 
ing in the afternoon with a talk 
outlining the general policies of 
the company as well as its fu- 
ture possibilities. Merle Sid- 
ener and William Kegley of 
Sidener, Van Riper & Keeling, 
the company’s advertising 
agency, gave a talk on the ad- 
vertising program for 1931. 





PHILIP FOWLER DIES 


Philip S. Fowler, 75, presi- 
dent, Fowler’s Sons, Inc., Low- 
ville, N. Y., retail hardware 
dealers, died Jan. 22 in that 
town. At the age of 17 years 
he entered his father’s business, 
becoming a partner in the firm 
of George W. Fowler & Sons 
at the age of 23. Since that 
time the firm changed its name 
several times, and in 1923 when 
the present firm was formed he 
became its president. 

Mr. Fowler, who was active 
in civic affairs, is survived by 
seven children, two of whom 
were born to his second wife. 
Philip H. Fowler and Edward 
E. Fowler, sons of the late Mr. 
Fowler, continue the business 
under the same firm name. 





J. J. LEONARD HEADS 
NORTH JERSEY ASS’N 


At the January meeting of 
The North Jersey Hardware & 
Supply Association officers for 
1931 were elected. The new 
officers are: President, J. J. 
Leonard, South River, N. J.; 
vice-presidents, C. F. Werner, 
East Orange, N. J., Demerest 
Romaine, Hackensack, N. J., 
and E. P. Nehms, Rochelle 
Park, N. J. H. W. Molyneux, 
Jersey City, N. J., was re-elected 
as secretary-treasurer of the as- 
sociation. 


S. T. ANDERSON DIES 


S. Theodore Anderson, presi- 
dent, Alward-Anderson-South- 
ard Co., Chicago, Ill, makers 
of canvas and leather products, 
died in that city recently. The 
firm is now known as the Red 
Head Brand Co. 





HENDERSON REFUSED 

MORE RADIO POWER 

According to a newspaper re- 
port, W. K. Henderson, Hello 
World Broadcasting Company, 
Shreveport, La., operator of sta- 
tion KWKH, anti-chain store 





station, was informed by an ex- 
aminer of the Federal Radio 
Commission that his station was 
not entitled to a more powerful 
frequency than it now has. Sta- 
tion KWKH had petitioned the 
commission for an increase in 
power to 30,000 watts. 





PHILLIPS, PRESIDENT 
OF THE VALSPAR CORP. 


At the annual meeting of the 
stockholders of The Valspar 
Corp., New York City, manu- 
facturers of varnish, lacquers 
and paint, officers and directors 
were elected. Officers are: 
Chairman of the board, F. W. 
Davis, Jr.; president, Lawrence 
Phillips; vice-presidents, T. B. 
Wyles, H. S. Boutell, S. M. 
Kopler and Leonard Mould; 
secretary, L. Allen Osborne, 
Jr.; treasurer, Mr. Phillips, and 
assistant treasurer, L. H. Ro- 
per. Directors are F. W. Da- 
vis, Jr., chairman, L. V. Pul- 
sifer, A. W. Erickson, Mr. Bou- 
tell, R. T. Crane, J. F. Mc- 
Clellan, R. E. Allen, Mr. Kop- 
ler, Mr. Phillips, Mr. Mould 
and H. G. Reed. 

Mr. Phillips, who has been 
associated with the corporation 
and its subsidiary company, Val- 
entine & Co., for the past ten 
years in various capacities, re- 
cently as vice-president and 
treasurer, is the son of A. Law- 
rence Phillips, formerly presi- 
dent of Valentine & Co. A. L. 
Phillips has just completed his 
fortieth year in the company’s 
service. Mr. Davis, who con- 
tinues as chairman of the board, 
was for many years president 
of Detroit Graphite Co., a sub- 
sidiary of the Valspar organi- 
zation, acquired in June, 1930. 
Mr. Mould is president of the 
corporation’s Canadian subsid- 
iaries, and has long been iden- 
tified with the industry in Can- 
ada. Mr. Kopler organized and 
headed the Con-Ferro Paint & 
Varnish Co., St. Louis, Mo., 
which became a Valspar sub- 
sidiary a year ago. 





A. BANNATYNE PASSES 


Archibald Bannatyne, said to 
have made the first American 
dollar watch, died Thursday, 
Jan. 29, at Naugatuck, Conn. 
He was 78 years old. His dol- 
lar watch was invented in 1890 
and was called “The Jumbo.” 
The Ingersoll Brothers took 
over the entire output and 
named it the Ingersoll watch. 
Following 28 years with that 
company, Mr. Bannatyne started 
the Bannatyne Watch Co, 
Brooklyn, N. Y., which he later 
sold to the Ingraham Clock Co. 
of Bristol, Conn. He retired 
from active life in 1922. 


| CHICAGO ASSN. MODEL 
STORE OPENS MAR. 19 
Secretary J. C. Amis, Chicago 
Retail Hardware Association, 
Chicago, Ill., is busy with ar- 
rangements necessary for the 
opening of the  association’s 
model hardware store in Room 
1416, Merchandise Mart, in that 
city. His headquarters have 
been moved to that address. 
The model store will be 
opened March 13 at the month- 
ly meeting of the association. 
Llew S. Soule, editor, Harp- 
WARE AGE, will address the 
meeting. Association offices are 
in the rear of the store. All 
regular meetings will be con- 
ducted in the new quarters. 
H. H. Perkins, store engi- 
neer, Hibbard, Spencer, Bart- 
lett & Co., Chicago, IIll., whole- 
sale hardware distributors, de- 
signed the fixtures, which are 
finished in orange and walnut. 
Numerous hardware manufac- 
turers have taken departmental 
space in the store. Work on 
assembling their merchandise 
into one model retail display 
unit is now in progress. Miss 
Leonor Horsch has been en- 
gaged as secretary to Mr. Amis, 
succeeding Mrs. Elizabeth Prit- 
chard. 


0. W. POLSTER HEADS 
WITTE HARDWARE CO. 


O. William Polster was re- 
elected as head of the Witte 
Hardware Co., 704 N. 3rd St. 
St. Louis, Mo., wholesale hard- 
ware distributors. Other offi- 
cers re-elected are: Vice-presi- 
dents, Charles H. Carpenter, C. 
D. Junge and Charles H. Rah- 
ing; treasurer, A. T. Kaltwas- 
ser, and secretary, Conrad Hart- 
mann. In addition to their ex- 
ecutive duties, Mr. Carpenter is 
director * of sales, Mr. Junge 
continues as buyer of general 
and builders’ hardware, while 
Mr. Hartman is buyer of sport- 
ing goods. The company, which 
maintains a traveling sales force 
of 40 men, covers the Middle 


West, western and southern 
States. 
Witte Hardware Co. was 


founded in 1849 and was in- 
corporated in 1880, when F. A. 
Witte, Sr., died. Otto H. Witte 
became president, retaining that 
office until his death in 1919. 
F. A. Witte, Jr., then became 
head of the firm, until his death 
in 1921. Upon the resignation 
of Walther Schulz as president 
and Oscar A. Staude, vice-presi- 
dent, in 1929, the present officers 
were elected. 
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PUCHTA CELEBRATES 50 
YEARS AS SUPPLY MAN 


George Puchta, president, 
Queen City Supply Co., Cin- 
cinnati, Ohio, and second vice- 
president of the National Sup- 
ply & Machinery Distributors’ 
Association, celebrated the fif- 
tieth anniversary of his entry 
into the supply business on Feb. 
2. Mr. Puchta was born in 
Cincinnati, Ohio, in 1860, where 
he attended public schools. His 
first job was in the shoe ma- 
chinery and tanners’ supply busi- 
ness. While in that line he 
studied in a business college at 
night time. In 1876 he became 
bookkeeper for a sewer pipe 
and firebrick company, with 
whom he stayed for five years. 

He went with Post & Co. in 
1881, then in railway and mill 
supply business and maker of 
headlights, car trimmings, tele- 
phones and equipment. In 1890 
Mr. Puchta and F. X. Pund 
bought the business and formed 
the Queen City Supply Co., 
with branches in Dalton, Ohio; 
Richmond, Ind., and Lexington, 
Ky., in addition to the main 
branch in Cincinnati. 

Mr. Puchta is also a director 
of the Cincinnati Frog & Switch 
Co. and of the Milnor Electric 
Co. From 1911 to 1915 he was 
United States assistant treasur- 
er, by appointment of President 
Taft. In 1916 and 1917 he was 
mayor of Cincinnati, having 
been elected by the largest ma- 
jority ever received up to that 
time for that office. He has 
also served as Presidential elec- 
tor for the first district of Ohio 
for Presidents Harding, Cool- 
idge and Hoover. 


MINNEAPOLIS IRON STORE 
HOLDS SALES SCHOOL 


During the week of Jan. 26 


the Minneapolis Iron Store, 
Minneapolis, Minn., held its an- 
nual convention and __ sales 


school which all of its sales- 
men from over the Northwest 
attended. The meeting lasted 
for several days. In addition 
to the general assemblies, which 
were held each day, the sales- 
men devoted considerable time 
to special group meetings for 
the purpose of studying, one 
at a time, the many principal 
lines featured by the firm. 
H. J. Turnstrand, the sales 
manager, states that they have 
evolved this system of training 
as being the most efficient. In 


a space set aside for that pur- 
pose in their building, booths 
were divided off, and the vari- 
ous lines of merchandise dis- 
played, with a factory repre- 
sentative present to “sell” the 
line to the Iron Store men. The 














A. J. KIECKHEFER DINES NATIONAL ENAMELING & STAMPING EXECUTIVES 


A complimentary dinner given | III. 


More than 100 executives, 


by A. J. Kieckhefer, president, | district managers and sales rep- 


National Enameling & Stamp- 
ing Co., Milwaukee, Wis., at 
the time of the three-day sales 


| resentatives were present at 
the sessions, and convention 
members inspected the new 


convention held early in Jan-| equipment of the company. The 
uary at the enameled ware plant | first showing of Royal White 


of the company in Granite City, | 


enameled ware was one of the 





features of the sessions. Mr. 
Kieckhefer pointed out that the 
company’s prospects for 1931 
were bright, and that all enamel- 
ware manufacturing would be 
concentrated at the Granite City 
plant. 








booth and group idea have 
proved most successful, accord- 
ing to Mr. Turnstrand. 


HIGGINS RESIGNS AS 
WHEELING STEEL V.-P. 


Walter B. Higgins has re- 
signed as vice-president in 
charge of sales for the Wheel- 
ing Steel Corp., Wheeling, W. 
Va. He has been associated 
with the Wheeling corporation 
and its predecessors for about 
30 years, having held his posi- 
tion as vice-president for about 
four years. Mr. Higgins was 
assistant manager of sales for 
La Belle Iron Works, Steuben- 
ville, Ohio, when that company 
became a part of the Wheeling 
Steel Corp., and continued in a 
similar capacity for the com- 
bined companies. In 1923 he 
became division manager of 
sales and later general manager 
of sales. 


LEONARD MILLER DIES 


Leonard D. Miller, former 
treasurer and credit manager 
of the Lee-Kountze Hardware 
Co., who joined the credit de- 
partment of Wright & Wil- 
helmy Co., Omaha, Neb., whole- 
sale hardware distributors, on 
Jan. 2, died Jan. 29. Mr. Mil- 
ler had been ill for ten days 
before his death. 


GEORGE BUNTING, JR. 

IS NOW IN FLORIDA 
George Bunting, Jr., manager 
of the cutlery department of 
the Bunting Hardware Co., 





| 
| Kansas City, Mo., is away on 
| his vacation in Florida and 
| probably will not return until 
the middle of February. Mr. 
Bunting not long ago developed 
|an infection in his hand and 
was advised by his physician to 
spend a few weeks in the sun- 
shine. He is accompanied by 
his mother, Mrs. George H. 
Bunting. They are visiting rel- 
atives who live in Florida. 
Mrs. Marie Overcash, assis- 
tant to Mr. Bunting, is taking 
care of the cutlery department. 
Elmer Heir is replacing A. E. 
Williams in the paint depart- 
ment on account of the serious 
illness of the latter. 








SARGENT & CO MERGES 
WITH BELLEVILLE CO. 


Sargent & Co., New Haven, 
Conn., has announced a merger 
with the Belleville Hardware & 
Lock Mfg. Co., Ltd., Belleville, 
Ont., Canada. The new Cana- 
dian branch will be known as 
Belleville-Sargent & Co., Ltd., 
and will operate at Belleville in 
manufacturing and distributing 
hardware products, using the 
Belleville company’s plant. 

The Belleville organization 
was founded in 1901 and is to- 
day recognized as one of the 
leading Canadian manufacturers 
of builders’ hardware. Sargent 
& Co. will continue to serve cus- 
tomers in Canada from the New 
Haven plant, according to the 
announcement, sent throughout 
Canada. For the present there 
will be no change in the sales 
representatives of either com- 
pany. 








OLDHAM-RUST, AGENT 
FOR MASTER LOCK CO. 


Gordon B. Oldham and 
Schuyler H. Rust, members of 
the firm of Oldham-Rust Co., 
38 Murray St., New York 
City, have taken over the met- 
ropolitan New York territory 
for Master Lock Co., Milwau- 
kee, Wis. Messrs. Oldham and 
Rust established their business 
in New York eight years ago. 
In addition to the Master Lock 
Co., the company represents: 
Hillsdale Screen Co., Hillsdale, 
Mich.; C. Hager & Sons Hinge 
Mfg. Co., St. Louis, Mo.; Shel- 
by Metal Products Co., Shelby, 
Ohio; George Baker & Son, 
Brockton, Mass., tacks; Chi- 
cago Roller Skate Co., Chicago, 
Ill.; Wheeler Metal Products 
Co., Cleveland, Ohio, Goodwin 
grass shears. Oldham-Rust 
maintain offices, showroom and 
warehouse space at the Murray 
St. address. 


JAMES B. LAMBIE DIES 


James Baird Lambie, 84, 
chairman of the board, James 
B. Lambie Hardware Co., 
Washington, D. C., hardware 
retailers, died in that city. He 
entered the hardware business 
shortly after being discharged 
as a soldier of the Union Army 
in the Civil War. In 1881 he 
founded the James B. Lambie 
Hardware Co. In addition to 
his hardware interests he was 
a director of the Union Trust 
Co. and the Raleigh Hotel Co.., 
Inc., and formerly secretary of 
the Schneider Baking Co. in that 
city. 
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American Fork and Hoe Announces 


Divisional Sales Managers and Offices 


E. W. McCarty, vice-presi- 
dent in charge of sales for the 
American Fork & Hoe Co., has 
announced some important de- 
velopments in the sales execu- 
tive personnel. Sales offices 
with divisional sales managers 
have been established at Cleve- 
land, Ohio, New York City, 
Memphis, Tenn., and San Fran- 
cisco, Cal., with the Cleveland 
office as main headquarters, al- 
though Mr. McCarty as sales 
head of the entire organization, 
will maintain his office at 253 
Broadway, New York City. 
The executive offices of the 
company will remain at the 
Keith Building, Cleveland, but 
the sales office in that city will 
be at 1227 Prospect Ave., 
where the ranking divisional 
sales managers will be located. 
They are Charles H: Wagner, 
in charge of steel goods; Louis 
H. Turner, on the axe and tool 
lines, and H. C. Branahl, on 
the shovel line. At this office 
the sporting goods division 
sales will be in charge of Rob- 
ert Cowdery, director. of sales, 
and John H. Findeisen, sales 
manager. 

At the New York address 
Charles Russell will handle 
steel goods; Walter Jenks, the 
shovels, and Victor M. Sut- 
phin, the axes and tools. 

The South and Southwest 
will be served from Memphis, 
Tenn., where Charles Chan- 
cellor will handle shovels, 
Thomas Connors steel goods 
and W. A. Shepard the axes 
and tools. Mr. Shepard plans 


to divide his time between the | 


SPORT GOODS DEALERS 
MEET AT CHICAGO 


Less than a year old, the 
National Sporting Goods Dis- 
tributors Association held a very 
successful convention and ex- 


hibit at the La Salle Hotel, Chi- | 


cago, Ill., Jan. 19 to 21. Sev- 
enty-five per cent of its 240 
members were present and 92 
manufacturers had _— exhibits. 
There were two two-hour busi- 
ness sessions each of the three 
days. The remainder of the 
time was spent with exhibitors. 
Official registration was 650, but 
at least another 50 were pres- 
ent though not registered. Her- 
bert P. Sheets, managing di- 
rector of the National Retail 
Hardware Association, was one 
of the speakers. 

Officers elected to serve for 
the coming year’ are: Presi- 
dent, John R. Eliot, R. S. Eliot 
Arms Co., Kansas City, Mo.; 





~ 











E. W. McCARTY 


Memphis office and the Kelly 
office at Charleston, W. Va. 
The San Francisco office will 
handle Pacific Coast territory 
under the direction of N. D. 
Swift on steel goods, J. C. 
Fowler on axes or tools and 


Norvell Chancellor on shovels. | 


Each of these branch office 
divisional sales managers will 
supervise the work of field men 
doing missionary work in the 
interest of wholesalers in their 
districts. At each office there 
will be a complete sample room 
showing the’ complete lines 
made by the company, and also 
the display equipment available 
on these lines. 

Export connections in for- 
eign countries will remain un- 
changed, but the New York ex- 
port offices of the three divi- 
sions will be concentrated at 
253 Broadway. 


vice-president, D. Keedy Camp- 
bell, Lowe Campbell Athletic 
Goods Co., Kansas City, Mo., 
and secretary-treasurer, Jas. A. 
Gilmore. To Mr. Gilmore’s un- 
tiring efforts much of the 
credit must go. His headquar- 
ters are at 30 North Michigan 
Avenue, Chicago, III. 

The purpose of the associa- 
tion is to determine by study 
more profitable distribution of 
sporting goods through what 
was termed in the convention 
theme “Competition with co- 
operation.” 


KELLY PLANT WILL MAKE 
SKELTON TYPE SHOVELS 

The American Fork & Hoe 
Co., with a factory addition to 
its Kelly Axe and Tool Works 
unit, will manufacture shovels 
at Charleston, W. Va. The 
plant, practically completed, will 


produce daily two hundred doz- 








en or more one-piece solid- 
shank shovels. They will be 
the same pattern as made by 
the Skelton Shovel Works of 
the company at Dunkirk, N. Y., 
at which point there will be no 
interruption or decrease in pres- 


ent production schedules. The 
Charleston shovel plant will | 
serve the southern territory 


Fork & Hoe Co., 
manager of 
He will be assisted 


American 
and general 
Kelly unit. 


by Duncan Bruce, the produc- | 


tion manager at that point. 





ADLER MFG. ACQUIRES 

CAPITAL FURNITURE CO. 

Adler Mfg. Co., Louisville, 

Ky., cabinet manufacturers, 


| have acquired the Capital Fur- 


niture Co., Noblesville, Ind. The 
Capital plant has been moved 
to Louisville. N. P. Bloom will 
be in charge of sales for both 
companies. 


OSCAR LISLE, PRESIDENT 
H. I. P. CLUB, INC. 


its gracious and 


royal entertainment of the dele- 
gates and visitors to the Den- 


ver Convention, the H. I. P. 
Club, Inc., of Colorado, held its 
regular annual meeting. More 
than thirty members attended 
and elected officers. 

Oscar Lisle, branch manager, 
International Harvester Co., is 
president. Other officers are: 

Frank A. Traylor, vice-presi- 
dent, Mainhart-Traylor  Co., 
first vice-president; Armin 
Barteldes, Barteldes Seed Co., 
second vice-president, and John 
H. Roberts, William Volker & 
Co., secretary-treasurer. 

The following are directors: 
Tom F. Bell, C. A. Crosta, 
Inc.; R. E. Tipton, Dempster 


Following 


| Mill Mfg. Co.; Alfred Arps, 
| Quick Meal Stove Co.; A. H. 





Kitto, Colorado Fuel 
Co.; C. E. Figgins. 


& Iron 





T. F. CURLEY DIES; WAS 
SAFETY RAZOR PIONEER 


Terence F. Curley, said to be 
inventor of the safety razor, 
died Feb. 3 at the home of his 
daughter in Brooklyn, N. Y., 
following a short illness. At 
one time he was in the cutlery 
business with his brother in 
Nassau St., New York City. 
Mr. Curley is credited with 
having invented a device for 
holding the old-fashioned 
straight razor so that it would 
not cut the user. 

Two daughters survive. 





the | 


| BUREAU ANNOUNCES AP- 
| POINTMENT OF THREE 
TRADE SPECIALISTS 


(From Our Washington Bureau) 


Appointment of three trade 
specialists as a part of the re- 
organization and expansion of 
the activities of the Department 
of Commerce, on behalf of do- 
| mestic commerce, has been an- 





." | nounced by Director William L. 
under the supervision of Geo. | Cooper of the Bureau of For 
T. Price, vice-president of the | ; é 


eign and Domestic Commerce. 

Eugene C. Sheeler, formerly 
vice-president of R. O. East- 
man, Inc., market research spe- 
cialists, in charge of their Chi- 


| cago offices, comes to the De- 


| modity 


partment to direct the Special 
Trade Studies Section, which, 
in cooperation with the 18 com- 
divisions of the Bu- 
reau, conducts surveys of distri- 
bution for various industries, 
such as retail and manufactur- 
ing jewelry surveys now being 
conducted. Mr. Sheeler suc- 
ceeds Paul W. Stewart, author 
of the “Market Data Handbook 


of the United States” and until 


Jan. 1 chief of the section, who 
resigned to become director of 
research for the A. O. Smith 
Corp., Milwaukee. 

To take charge of bankruptcy 
studies being conducted by the 
Merchandising Division, Victor 
Sadd, credit specialist with R, 
G. Dunn & Co. for nine years, 
has been appointed. 

In an effort to follow the re- 
gional distribution of various 
commodities and study the prob- 
lem of such distribution, the 
Domestic Regional Division has 
created a new section under the 
direction of L. H. Morse, until 
recently engaged in market anal- 
ysis and sales work in connec- 
tion with Prof. N. H. Borden 
in Boston. 


MORRIS MILLER PASSES 


Morris Miller, 52, hardware 
retailer, who conducted his busi- 
ness at 620 Newark Ave., Jer- 
sey City, N. J., for 27 years, 
died of a heart attack at his 
home in that city on Feb. 4. 
Mr. Miller was born in New 
York, but lived in Jersey City 
for 40 years. He was presi- 
dent of the Master Locksmiths 
Association, first vice-president 
of the Hardware Square Club, 
vice-president of The North 
Jersey Hardware & Supply As- 
sociation and a member of many 
other organizations. 

Throughout the metropolitan 
New York area Morris Miller 
had a host of friends. He was 
ever active in trade improve- 
ment activities, always to be 
counted upon for committee 
work, and one of those rare 
men who, though busy, always 





found time to help his friends. 








i 
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Columbian 
Junior 
Woodworkers’ 
Vise 


The Columbian Junior 
model all steel wood- 
workers’ vise is pat- 
terned after the larger 
Columbian vises made 
for woodworking and 
manual training shops. 
The Columbian Vise & 
Mfg. Co., 9021 Besse- 
mer Ave., Cleveland, Ohio, makes this model. It has jaws 5% x 12 
inches. Measurement of open jaws is 4¥2 inches. Weight of vise is 
4% |b. The maker states that although small in size it is accurate 
and sturdy in construction. It may be used with bench top of any 
thickness from 1 inch to 1% inches and is fastened easily with 4 screws 
through the holes provided in the back jaw. Vise fits against the front 
edge and under side of bench top like the larger woodworkers’ vises do. 
Suggested retail selling price is $2.00 each. Dealer cost is $1.35 each. 
The vise is packed in cartons of ten 





RCA Victor Radio Pillow 


The Engineering Products Division of the RCA Victor Co., Inc., Camden, 
N. J., has just brought out the radio pillow for use in hospitals, Pullman 
cars and on steamer chairs, etc. The RCA radio pillow consists of 
specially selected sponge rubber in which is concealed a radio repro- 
ducing device that can only be heard when the head rests on the 
pillow. It is designed to take the place of irksome earphones or loud- 








speakers, which might disturb others nearby. Pillow is of regulation 
hospital size. According to its sponsors the pillow may be sterilized 
like an ordinary pillow and the pillow cases changed at will. A con- 
necting cord of ample length is plugged into the centralized radio 
receiving system. 


Starrett Trammel No. 251 


Metal workers, drafts- 
men and all others whose 
work demands precision 
in long measurements 
will be interested in a 
perfected trammel now 
being made by The L. S. 
Starrett Co., Athol, Mass. 
No. 251 presents a number of refinements and improvements over old 
types. Beam is a steel rod, stiff enough to prevent the bending which 
often causes inaccuracy in wood-beam trammels, states the maker. It 
is flattened on top so that the trams, once clamped in position, have no 
tendency to turn when pressure is applied to the points. As illustration 
shows, one of the trams has an adjusting screw which permits extremely 
fine adjustments. Setting of the points is made easy by the arrangement 
of a spring friction which holds the trams in place when the nuts are 
loosened. Knurled grips are in the form of rollers which turn freely 
with the fingers as the arc is scribed. Trammel points are adjustable 
in the spring chucks and can be replaced by pencils, caliper legs or ball 











points. Ball points permit working from holes up to 1' inches in 
diameter. The Starrett No. 251 trammel is supplied with steel beams of 
various lengths to scribe circles of 18, 26 and 36 inches in diameter. 
An extra 20 inch beam with a rigid coupling is obtainable, increasing 
the range of the tool to circles 72 inches in diameter. 


Edison “C” Type Cells 


To meet the increasing demand for large capacity 
cells the Edison Storage Battery Co., Orange, N. J., 
has added to its line of cells, in regular production, 
a ‘new series, known as the “C’” type, manufactured 
in five different ampere hour capacities ranging 
from 337.5 ampere hours to 675 ampere hours. 
Cells vary from the “A” type cells only in the fact 
that each. positive and negative plate is approxi- 
mately 50% higher than either type “A” plate. 
Floor space occupied is the same as that occupied 
by the A type battéty. The maker states that not only 
is the ampere hour capacity of the new cell 50% 
greater than that of the “A” type but that its rated 
watt hour, capacity is also 50% greater. In the C10 
and C12 battery users are offered cells of a rated ampere hour and watt 
hour capacity which was not before obtainable in the rugged, fool-proof, 
all steel construction of the Edison nickel-iron-alkaline storage battery 
cell, says the company. Edison all-steel construction gives these new 
cells advantages of ruggedness, durability and long life plus the advan- 
tage of light weight and space economy. 





Northern Corrugating Tables 
With Backgammon Covers 


Northern Corrugating Co., Inc., Green Bay, Wis., has added to its com- 
plete line of bridge sets, tables and chairs a new feature, which is that 
of stenciling a Backgammon playiag board on any one of the tables. 
This novel feature can be added to any table at a very nominal cost, 
in a number of attractive colors. 





\ 
Hanson Coin 
Operated Scale 


Hanson Scale Co., 523 North Ada St., 
Chicago, Ill, makes this Hanson coin 
operated scale, which lists at $75.00. It 
is operated by standing on the platform, 
putting a penny in the slot and pushing 
the lever. The scale then automatically 
and instantly gives the correct weight of 
the person, standing on the platform. 
Coin drop is protected by a Yale lock. 
Standard finish of scale is red with black 
trim, while the platform is chromium rust 
proof steel. 

















Signal Model B Electric 
Fruit Juice Extractor 


Signal Electric Mfg. Co., Menominee, Mich., 
makes this electric fruit juice extractor, 
recommended for commercial use and in 
the home. Model “B” is equipped with a 
powerful universal motor, operating on 110 
velts, 25 to 60 cycles on either alternating 
or direct current. Cup and extractor cone 
are manufactured of highest grade porcelain 
china, says the maker. Cup is snow white 
inside, with a beautiful shade of green on 
the outside, which matches the Peri green 
lacquer finish of the steel body and base. 
Height is 10 inches, diameter is 7 inches. 
List price is $15.00, east of Rockies; $16.00 
west of the Rockies. List on 32 and 220 
volt models is $17.50. 
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Week’s Price Average Was 
77.2 Per Cent, Says Fisher 


Prof. Irving Fisher of Yale Uni- 
versity has announced that wholesale 
commodity prices for the week ended 
Jan. 31, based on Dun’s quotations, 
averaged 77.2 per cent. 

The December average was 79.6. 
The purchasing power of the dollar 
on a 1926 basis of 100c. was 129.4c. 
The December average was 125.7c. 

Crump’s index of English prices 
for the week on the revised 1926 
level was 67.7. The December aver- 
age was 70. 

The Italian index on the revised 
1926 basis for the week ended Jan. 
24 was 55.2. The yearly average was 
62.8. 


Bank Clearings Show Loss 
In Week Ended Jan. 29 


Bank clearings in the United States 
for the week ended Thursday, Jan. 
29, as reported to Bradstreet’s Jour- 
nal, aggregated $7,792,423,000, as 
against $7,963,832,000 last week and 
$9,947,132,000 in this week last year. 
There is here shown a decrease of 2.1 
per cent from last week and 21.6 per 
cent from the like week of 1930. 
Canadian clearings aggregated $225,- 
122,000, against $244,547,000 last 
week and $266,311,000 last year. 


Bank Debits Declined 4 Per 
Cent in Week Ended Jan. 28 


Debits to individual accounts as re- 
ported to the Federal Reserve Board 
by banks in leading cities for the week 
ended Jan. 28 aggregated $9,870,000,- 
000, or 4 per cent below the total re- 
ported for the preceding week, and 24 
per cent below the total reported for 
the corresponding week of last year. 

Aggregate debits for 141 centers for 


GENERAL MARKET 
NEWS or tHe WEEK 


Hardware Demand 
Is Moderate 


New York, Feb. 11.—As_ is 
usual at this period of the year, the 
current demand for hardware and 
allied lines is moderate in charac- 
ter. Recent reports from the na- 
tion’s leading market centers indi- 
cate that prospects have brightened 
in the Atlanta, Twin Cities, Mem- 
phis and Boston territories, while 
conditions are reported practically 
unchanged in Chicago, Pittsburgh, 
Cincinnati and New York hardware 
markets. 

More interest is being manifested 
by the trade in spring merchandise 
and further improvement is ex- 
pected at the first indication of more 
moderate temperatures. Drouth 
and mild weather are adverse fac- 
tors at the present time in some sec- 
tions. 

Early shipments of spring goods 
have started to move out to deal- 
ers and in some instances orders 
are larger than they were a year 
ago. 

Prices, in the main, retain a fairly 
steady status and no major revisions 
appear likely in the near future. 

Although collections are slower 
than usual, the credit situation gen- 
erally is considered fairly satisfac- 
tory. 





which figures have been published 
weekly since January, 1919, amounted 
to $9,231,000,000, as compared with 
$9,594,000,000 for the preceding week 
and $12,218,000,000 for the week ended 
Jan. 29 of last year. 






Mail Order Chains’ Sales 
Were Off in January 


January sales of two of the coun- 
try’s largest mail order and chain 
store systems were considerably lower 
than those for the same month in 
1930. 

Sales of Sears, Roebuck for the 
period Jan. 2 to Jan. 28 amounted to 
$23,042,271, as compared with $26,- 
820,165 in the corresponding 1929 
period, a decrease of $3,777,894, or 
14.1 per cent. 

January sales of Montgomery Ward 
& Co. aggregated $16,620,238, a de- 
crease of 9.3 per cent from the $18,- 
331,113 reported in the initial month 
of 1930, according to the monthly sales 
report of the company issued recently. 





Commercial Failure Totals 
Dropped in Week Ended Jan. 31 


Continued reduction in the number 
of commercial failures is reported by 
the ‘business reviews. After reach- 
ing new high totals for the first 
weeks in January, the defaults in 
business have been decreasing steadi- 
ly, although the totals are still above 
those for cumparable periods of 1930. 
R. G. Dun & Co. report 660 failures, 
against 712 last week, 796 two weeks 
ago and 545 a year ago. Bradstreet’s 
review indicates a total of 630 fail- 
ures, aS compared with 667 a week 
ago and 478 in the same week of 
1930. According to Dun & Co., all 
sections of the country reported fewer 
failures, but Bradstreet’s showed in- 
creases of small size in New England 
and the Northwest, while there were 
10 more failures in the South, mak- 
ing the total 177 for the week. 

The reviews both pointed out an 
increase in the number of larger 
businesses to fail. Dun’s reported 
that 416 of the total had liabilities of 
more than $5,000, while Bradstreet’s, 
not tabulating the net liabilities, 
showed that the percentage of fail- 
ures in the $5,000 to $25,000 class 
had gained from 14.3 to 16.8. 
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Winchester Reports Greatly Increased Sales in Response to New 
Merchandising Policies 


Of interest to the hardware trade 
is the news that orders for rim fire 
rifles received by Winchester Repeat- 
ing Arms Co., New Haven, Conn., 
during the month of January called 
for approximately ten times the num- 
ber of arms of this type covered by 
the orders for January, 1930. This 
ten-fold increase is probably due in 
a large measure to the introduction 
of the new rim fire single shot 0.22 
caliber Model 60, to retail at $4.95. 
Undoubtedly orders have also been 
stimulated by the company’s new price 
policy, announced the first of the year, 
which puts the dealer in a position to 
enjoy a margin of 30 per cent on all 
but two Winchester models. Both 
wholesalers and retailers have like- 
wise indicated approval of the reduc- 
tions in suggested retail prices. 

An important point in the an- 
nouncement which has been made of 
this new price policy, we are informed, 
is the assurance which has been given 
that elements which have tended to 
the demoralization of retail prices in 
the past will no longer have to be 
reckoned with, at least so far as Win- 
chester arms are concerned. 


The dealer’s margin of 30 per cent 
has been made possible on all Win- 
chester arms, except the new Model 
60 and the Model 97 repeating shot- 
gun. Because of the low retail prices 
of $4.95 and from $43.30 to $28.50, 
respectively, it has not been possible 
to allow a margin of more than 20 
per cent on these two models. 
97 is the number which first made 
Winchester shotguns popular. Both 
of these guns are considered as sales 
leaders on which volume sales are 
expected. 

Heavy increases in sales of Win- 
chester flashlights and batteries are 
also reported, particularly for the new 
chromaloid assortment, recently an- 
nounced, which is of ultra-modernis- 
tic style in design. Roller skate sales 
in 1930 were by far the largest in 
the company’s history, and the com- 
mitments in hand for 1931 spring de- 
livery indicate no diminution from 
last year’s volume. 

The Federal receivership proceed- 
ings inaugurated last month have not 
retarded the activities of the com- 
pany. On the contrary reports are 
to the effect that production has been 


Model 
7 


speeded up. The departments are 
maintaining their full quota of work- 
ers, and in fact the introduction of 
the Model 60 has required both day 
and night shifts. The sales staff has 
been strengthened materially to ac- 
quaint the trade with the company’s 
new arms policies and further pro- 
mote the expansion of the business. 
The constructive policies worked 
out by the present administration dur- 
ing the past two years are being 
continued. A contributing cause 
which led up to the receivership has 
been the current business depression. 
The fundamental cause, however, re- 
verts back, to over-expansion during 
the period following the’ World War, 
and to methods of distribution re- 
sorted to at that time with which 
the trade is familiar. The present 
administration has made rapid strides 
in the past few years in correcting 
these policies of distribution in face 
of seemingly impossible difficulties. 
Reorganization plans along sound 
lines are being followed which not 
only will be beneficial to all parties 
concerned, but which, company officials 
believe, will serve to strengthen to an 
even greater extent the friendly trade 
relations which have followed the re- 
cent establishment of the constructive 
policies 6f the present administration. 





Farm Products Prices Declined 
3 Points in Thirty Days 


A decline of 3 points was registered 
in the index of the general level of 
prices paid to producers for farm 
products from Dec. 15, 1930, to Jan. 
15, 1931, it was announced by the Bu- 
reau of Agricultural Economics, De- 
partment of Agriculture. At 94 per 
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cent of the prewar level the index on 
Jan. 15 was 40 points lower than a 
year ago and at the lowest level since 
January, 1912, it was stated. 

The reason for the decline was at- 
tributed by the bureau to the failure 
of small advances in the farm prices 
of potatoes, apples, cattle, calves, 
sheep, lambs, horses and chickens to 
offset sharp declines in prices of dairy 


this plan. 


and poultry products and the contin- 
uous slump in prices of grains and 
cotton during the period. 

The Jan. 15 group index of farm 
prices of poultry and poultry products 
was down 17 points from a month 
earlier; prices of dairy products were 
down 10 points; grain prices, 3 points, 
and cotton and cotton seed, 1 point, it 
was stated. 


You Too, Can Get a Lot of 
Odd Nickels in a Day 


If you want to pick up a considerable 
sum of money to add to the regular day’s 
business try this plan. Dress a small table 
with merchandise that is good value at a 
nickel, have this merchandise well cleaned 
and arranged and place it close to the cash 
register and wrapping counter, at the back 
of the store. When making change see to 
it that whenever possible your customer 
receives several nickels. Provide plenty of 
nickels every morning, because you will need them if you try 
For some reason or other, people do not mind parting 


with two nickels as much as they do with a dime. 

This plan has been tried, and it works, but do not make the 
mistake of using shelf-warming goods entirely. There must be 
value if the customer is to get the habit of noticing it. 
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HICAGO: 


(Chicago office of HARDWARE AGE) 
CHICAGO, Feb. 10. 


| AST year’s drought and this 
year’s unemployment are the 
chief conditioning factors in 
the current hardware trade. All 
things considered, it is holding up in 
rather remarkable fashion, though 
volume is enough below normal to be 
definitely negative. Michigan, Wis- 
consin, Iowa and Minnesota are the 
best States in the region immediately 
tributary to Chicago. Kansas, Ne- 
braska, Colorado and the two Da- 
kotas are almost as good. Other States 
only partially affected by the drought 
are yielding considerable hardware 
volume. The industrial sections are 
still below par, but even there the re- 
tail trade is doing a good job of keep- 
ing up its merchandising morale. Col- 
lections, of course, are directly af- 
fected by the varying conditions in 
the different territories. In some of 
the hardest-hit sections it is difficult 
or impossible for dealers to meet cur- 
rent obligations. In the Chicago area 
building inactivity continues. 


SCREEN DOORS, ETC. 


Despite some jobber price cutting 
on screen doors and screens in lim- 
ited areas, early orders at regular 
prices have been placed by dealers in 
normal volume; manufacturers’ prices 
hold firm, with some expectation that 
their figures to jobbers may advance 
before the real rush of the season 
opens. Sales of nails and wire are 
definitely better each week, though 
still below what the wholesale trade 
ordinarily expects at this time of the 
year; for six weeks the market has 
been satisfactorily firm. 


TOOL DEMAND 


While the prices on manufacturers’ 
lines of carpenters’ tools have re- 
mained steady for several months, 
the best-selling items of © hatchets, 
hammers and axes continue to be the 
popular-priced leaders which the deal- 
er can offer at such bargain figures 
as to attract the farm and household 
trade. No recent price changes have 
taken effect under the head of elec- 
trical goods. Wire and wiring devices 
are assuming more activity. Flash- 
lights and batteries are moving well. 
The appliance business has_ been 
rather quiet ever since the holidays. 


POULTRY SUPPLIES 


Some business is being realized on 
incubators, brooders and brooder ther- 
mometers and such poultry equip- 
ment. Apparently there are still a 
good many farmers and poultry rais- 
ers who believe in home industry. Ob- 
servers declare that notwithstanding 
the rise of the large commercial 








AT A GLANCE 


The effects of last year’s 
drought and the unemploy- 
ment at the present time are 
chiefly the adverse factors in 
the business situation. Trade is 
holding up remarkably well, 
considering conditions. 

% & & 

Collections are rather slow. 
Screen doors and window 
scteens are moving in normal 
volume. The demand for 
nails and wire is steadily im- 
proving. — 

Tools for farm and house- 
hold use are in active demand. 
Electrical merchandise is in 
fair demand. Poultry supplies 
are active. 

* * & 

Midget radio sets continue 
to enjoy an excellent demand. 
Mild weather has served to re- 
tard the movement of winter 
merchandise. 











hatcheries, numerous small incubators 
will be in operation this spring. The 
sale of brooder thermometers con- 
tinues on the increase each year, prov- 
ing that many farm families are de- 
pending upon their own individual 
equipment for the production of poul- 
try. So much mild weather has 
started the hens laying early, thus 
stimulating a demand for poultry 


Trade Is Holding Up Fairly Well— 
Collections Reflect Adverse Conditions 


supplies. Dairy wares are selling 
freely out of the wholesale houses on 
future datings. 


RADIO DEMAND 


There is no lack of popular interest 
in radio, even if the sale of the larger 
sets is suffering. Midgets, however, 
continue in excellent demand. One of 
the radio companies has announced a 
new 382 series, both in the mantel and 
console types, to sell through the 
hardware trade at popular prices; the 
retail trade is according it a warm 
welcome. Conditions in general seem 
somewhat healthier in the radio field. 
A large proportion of the dammed- 
up merchandise produced last year in 
quantities too great to be readily ab- 
sorbed has been disposed of, and both 
the radio factories and jobbers are 
entering the new year with better 
controlled stocks. 


WEATHER MILD 


In the Chicago region the new year 
has been excessively clement. Last 
month was the warmest January since 
1880, and in February the mercury 
has been registering up in the fifties. 
Grass is getting green, and many days 
are more like spring than winter. Too 
little snow has fallen. The soil is dry. 
Precipitation has been far below nor- 
mal for a number of weeks and farm- 
ers are beginning to fear another 
drought. With the exception of a few 
automobile chains that moved after 
the first light snowfall, winter goods 
have been virtually at a standstill. 
Nothing short of a blizzard, it seems, 
could revive the movement of such 
merchandise often still seasonal at 
this time of the year. 


ATLANTA: » 


Conditions Are Somewhat Better 
Some Price Changes Are Effective 


(Atlanta office of HARDWARE AGE) 
ATLANTA, GA., Feb. 10. 


HE passing of January has re- 
flected: somewhat better condi- 
tions throughout the Atlanta 
territory, and from reports the hard- 
ware demand for the past month was 
considerably better than for Decem- 
ber, but about 33 1/3 per cent off 
from the volume of January a year 
ago. With evidence of industrial re- 
sumption and big programs of public 
work in view, the psychological effect 
naturally has been apparent since the 


first of the year, and things in gen- 
eral are naturally better. Optimism 
is continually expressed from most 
every direction, and both dealers and 
jobbers in this territory are confident 
that improvement in trade will be 
more evident in February than during 
the past month. 


CURRENT DEMAND 


Orders for farm implements and re- 
pairs indicate that these items are 
leading in demand at this time. Two 
weeks of fair skies and spring-like 
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weather has stimulated activity on 
these commodities. The farmer with- 
in the next few weeks will begin 
preparation of this season’s crop, and 
naturally at this time he is generally 
making advance preparation by pur- 
chasing of equipment, and repairs. 
Orders for plow goods, plow gearing 
and many lines of farm tools and 
equipment are heavy at this time and 
are representing a very nice volume. 

Dealers at the present time seem to 
be buying light on staple merchan- 
dise; however, orders for future de- 
livery on spring goods are fair and 
bookings are being made on such 
items as gardening tools, screen 
goods, refrigerators, etc. 


PRICE REVISIONS 


Hardware prices in this territory 
seemingly are being fairly main- 
tained, although several price revi- 
sions have become effective recently, 
the majority of changes were of minor 
importance. Among the most impor- 
tant were reductions in small arms 
ammunition, and cuts in prices range 
from 5 to 10 per cent. Automobile 
tires have been reduced approximately 
7 per cent. Cotton rope is reported 
-01lc. per pound off, while barbed wire 
and first quality crosscut saws show 
reductions in price of about 10 per 
cent. 


AGRICULTURE 


The outcome of this year’s agricul- 
tural industry is of vital importance 
to every business, and much thought 
and attention has been given recently 
to ways and means of assisting the 
farmer with his problems and help- 
ing him to maintain himself through 
the coming season. The new agricul- 
tural season is just around the cor- 
ner, and the situation looks brighter 
now than it did a few weeks ago. 

Encouraging evidence of broadened 
cooperation between the farmer and 
banker is manifested in many sec- 
tions. It is evident that the farming 
industry in the South is in process of 
changing to meet present conditions, 
and banks which formerly restricted 
the granting of loans to the number 
of acres planted in cotton regardless 
of the methods of cultivation, are now 
extending credit only on the basis of 
a balanced program of farming 
backed by traits of honesty, capacity 
and thrift. 

The farmer is being made to adopt 
modern methods to meet modern con- 
ditions, and he is being shown that 
his salvation lies only through diver- 
sification and intensified cultivation. 
There is an urgent necessity this sea- 
son of materially reducing the cotton 
acreage throughout the South, with 
the utilization of the reduced acreage 
devoted to essential food and feed 
crops for both man and animal, and 
if this program is pursued this sea- 
son, 1931 will end with crops worth 
hundreds of millions of dollars more 
than last season’s, and all lines of 
businesses showing its full reflection. 





AT A GLANCE 


Conditions in the Atlanta 
territory have shown recent 
improvement. January sales 
were considerably better than 
for the ing month, al- 
though substantially below the 
volume for January a year 
ago. 

* * & 

Farm equipment is enjoying 
a brisk demand. Staple lines 
are moderately active. Orders 
for future delivery on spring 
goods are fair. 

* % # 

Prices are being fairly well 
maintained, although several 
price reductions have become 
effective recently. Agricul- 
tural prospects have bright- 
ened slightly during the last 


few weeks. 
+ &* & 


Several large building pro- 
jects are under way and it 
is believed that they will have 
a stimulating effect on busi- 
ness. Atlanta has shown 
marked business increases. 











CONSTRUCTION 


Several projects now under way 


‘give further indication of an early 


beginning of building and construction 
activity in this territory. With the 
building programs that have been 
planned under way, the unemploy- 
ment situation will show considerable 
improvement. The Georgia State 
Highway Department is now taking 
bids on 18 road and bridge projects 
totaling approximately $2,500,000, 


work on which will begin immediate- 
ly. Federal Government allocations 
for public building in cities and towns 
of Georgia and adjoining states totals 
into millions of dollars. Georgia alone 
will receive allocations for 12 projects 
totaling $1,500,000. Construction proj- 
ects and building of highways gives 
sound assurance of better times. The 
turning loose of such tremendous 
sums of money into the channels of 
business throughout the State will 
have a revivifying effect which will 
be felt by every business interest in 
this section. 


ATLANTA BUSINESS 


Atlanta was the only city in six 
States of the Southeastern belt to 
show marked business increases, it 
was shown recently in the monthly 
review of conditions in the sixth Fed- 
eral reserve district, as made by the 
Federal Reserve Bank of Atlanta. 
Increase in the volume of retail trade 
was reported. The report said that 
department store sales were larger 
during December than in any other 
month in the year and that the in- 
crease was 2.2 per cent. Total sav- 
ings deposits of 57 banks reporting 
to the Federal Reserve Banks were 
0.5 per-cent larger at the end of the 
month of December than a month 
earlier, but 0.9 per cent less than a 
year ago. 


COLLECTIONS 


The credit situation is practically 
unchanged from two weeks ago. Col- 
lections are reported as being fair, 
considering conditions, with whole- 
salers maintaining rather strict ad- 
herence to cautious policies in grant- 
ing credit. Retail dealers are no doubt 
experiencing difficulty in collecting 
from charge customers, and lack of 
sufficient money has restricted the 
quick payment of statements by even 
those who were deemed good credit 
risks. 





TWIN CITIES: 


Business Conditions Are Encouraging 


Retailers Are in Buying Mood 


(Minneapolis office of HARDWARE AGE) 
MINNEAPOLIS, Feb. 10. 


URING the eighteenth annual 

Twin Cities Market Week, held 

last week, merchants in all 
lines from ten Northwest States gath- 
ered for the sessions. It was also the 
tenth annual meeting week of the 
National Merchants Association. Op- 
timism and confidence seemingly pre- 
vailed among these visitors, and they 
stated that general business condi- 
tions throughout the territory are en- 
couraging. In the rural districts, the 


first month of the new year has 
shown a decided improvement. 


RETAILERS’ BUYING 


Jobbers’ representatives in the 
country territory are finding mer- 
chants ready to stock up on regular 
merchandise, and also finding the 
stocks are very much depleted. This 
is causing a steady flow of orders for 
regular stock. The quantities ordered 
are not large, but the aggregate is 
making a very nice volume of busi- 
ness. Orders in the larger cities, in 

















HARDWARE AGE for FEBRUARY 12, 1931 


59 





the hardware line, according to some 
of the salesmen, are not so large, due 
probably to the fact that the mer- 
chants are nearer the source of sup- 
ply, and a telephone call to the job- 
bing house results in quick deliv- 


eries. 
TREND OF DEMAND 


Some of the visitors stated that 
they believed that while prices of 
farm products are at a low point, peo- 
ple are becoming accustomed to a dif- 
ferent scale of living, and are reduc- 
ing their expenditures to some extent 
on merchandise which is non-essen- 
tial. In other words, they are grad- 
ing their scale of living down to meet 
present circumstances, and yet are 
buying necessary merchandise. Pos- 
sibly, due to caution bred of money 
conditions, there seems to be a ten- 
dency to pay cash for goods at retail, 
which many believe is a good trend. 


BUILDERS’ HARDWARE 


Builders’ hardware has not begun 
to move, for the year. While a con- 
siderable program of building has 
been projected, it is still too early in 
the year for any great activity in 
this respect. With the general feel- 
ing of optimism, however, this year 
should show a steady development 
along building lines over this part of 
the country. 


WINTER LINES 


With the continued open winter, 
winter merchandise is moving very 
slowly. Without the urge to buy, the 
public is semi-indifferent to the bar- 
gains advertised and displayed by the 
stores. Even under these conditions, 





AT A GLANCE 


Business conditions through- 
out the Northwest territory 
are encouraging. Optimism 
and confidence is being mani- 
fested by retail merchants. 

* % & 


Wholesalers report that 
dealers are in the buying 
mood. Improvement is more 
pronounced in rural towns 
than in larger cities. 

* * & 

Consumers are curtailing 
purchases of non-essential 
merchandise, but are buying 
necessary merchandise. A bet- 
ter demand for builders’ hard- 
ware appears likely. 

* % & 

Winter merchandise is mov- 
ing very slowly due to the 
mild weather which has pre- 
vailed. The first part of Jan- 
uary registered a distinct up- 
turn in sales. 











however, the stores carrying general 
lines claim a fairly satisfactory trade. 
The first part of January registered 
a distinct upturn in sales in the 
larger cities, with a somewhat less- 
ened volume for the last part of the 
month. It is of interest to note that, 
with the spring-like weather, children 
are turning to spring sports, and 
marbles, roller skates and baseball 


outfits have made their appearance 
during the past week. This will serve 
as a reminder to merchants to order 
their stocks of spring sports items. 


FUTURE ORDERS 
Future orders show but little 
change in this section, although there 
is a slight increase in volume. Deal- 
ers have become accustomed to order 
in smaller lots, and take their chances 
on obtaining the merchandise from 
the jobbers as the need arises. Which 
puts a heavier burden on the jobbing 

houses in the way of stocks. 


OTHER MERCHANDISE 


This has been an unusually good 
winter for the sport of fishing through 
the ice on lakes and rivers, and has 
helped the sale of fishing tackle to 
some extent. The sport has been even 
more popular this winter than usual. 
Radio trade continues fairly good, al- 
though some of the dealers feel there 
is a slight letting down in demand 
the past week or so. The miniature 
sets continue in popularity. 


PRICE TENDENCY 

Prices are seemingly firm, showing 
no changes for this week. The gen- 
eral tone of the market is good, and 
there appears to be no reason for any 
change in prices downward at least, 
and with present demand there is no 
incentive for advance. It would ap- 
pear that the flow of merchandise 
from jobber to dealer would not need 
to be hampered by any thought of 
price changes of a radical nature at 
the present time. 

Collections continue to hold at 
about the same level. 





Unusual Fishing Film is Available 





“Fishing Through Canada” with Courtney Ryley 
Cooper, well known sportsman, is a striking five-reel 
motion picture which can be exhibited free of charge by 
hardware dealers, Fish and Game clubs, lodges, and 
other organizations. Mr. Cooper traveled from coast 
to coast, first angling for salmon in the Medway River, 
visiting Algonquin National Park and the Nipigon Re- 
gion, covering Jasper National Park and other well- 
known waters while often dropping his flies or bait into 
lakes, streams or rivers that had seldom or ever been 
fished. 

Rods by Winchester Repeating Arms Co., New Haven, 
Conn., were used and transportation was via Canadian 
National Railways. One interesting scene shows the 
noted author land, on a light rod, what is believed to be 
the largest Dolly Varden trout ever caught in Canada. 

As Mr. Cooper and other members of his “‘cast’”’ used 
Winchester rods and reels throughout the entire trip, 
the Winchester Repeating Arms Co., New Haven, Conn., 
is privileged to lend copies of this five-reel motion pic- 
ture to all dealers, clubs and lodges interested in this 
grand and glorious sport. When applying for the films 
it should be stated whether 16 M.M. film or standard 
size is desired. Four or five alternate dates upon 
which the films could be used should be given to the 
Winchester advertising department as it is not always 


possible to route the films as requested, for the first 
date specified. . 
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CINCINNATI: 


{Cincinnati office of HARDWARE AGE) 
CINCINNATI, Feb. 10. 


MALL orders to fill immediate 
S requirements of consumers con- 

tinue to dribble in, but hardware 
jobbers continue to be optimistic over 
the future of the market. February, 
so far, has been slightly below Janu- 
ary in sales volume, although it is 
anticipated that before the month is 
over sales will be equal with Jan- 
uary. 


CURRENT ORDERS 


Orders call for current merchan- 
dise and few specify future goods. 
While local jobbers are carrying good 
stocks of future articles, the dealers 
are showing no disposition to order 
them out. Jobbers indicate that a 
small number of orders for spring 
merchandise has been received, but 
this is not sufficient to indicate any 
trend toward covering on the part of 
dealers. 


WINTER GOODS 


For the most part winter goods are 
sluggish. Recent warming of weather 
conditions has tended to retard win- 
ter demand, but has not stimulated 
other lines. Staple goods for the most 
part are holding up the present busi- 
ness, supplemented by a spotty de- 
mand for the seasonal items. 


WEATHER IS DRY 


Weather conditions generally here 
are causing some concern among the 
public. Uninterrupted dry weather, 
for the most part moderate in tem- 
perature, has caused a drought that is 
being noticed throughout the district. 
Farmers are beginning to do some 
of their spring plowing, to have the 
ground in condition for planting 
should the dry weather continue. 


PRICE REVISIONS 


Prices generally are unchanged, ex- 
cept for reductions in quotations on 
automobile tires. This reduction, 
which became effective in the middle 
of last month, was not announced to 
the trade until the end of January. 
Cuts on tires and tubes of from 
about 6 to 12 per cent have not so 
far stimulated much greater demand. 
For the most part, hardware dealers 
in this district have abandoned the 
sale of automobile tires and these 
are now being sold direct to oil sta- 
tion operators and service stations. 





AT A GLANCE 


Current business is largely 
confined to small orders. 
February sales are expected to 
equal those of January. The 
volume of future orders being 
received is small. 

* & ® 


Uninterrupted dry weather 
is causing some _ concern. 
Prices are generally un- 
changed except for reductions 
in quotations on automobile 
tires. . 

* * & 

Industrial conditions have 
shown little change. Employ- 
ment conditions have shown 
improvement. 

* * % 

Retail trade reflects un- 
favorable economic  condi- 
tions. Price reductions, in 
some instances have served to 
stimulate the demand. 











COLLECTIONS 


Collections continue to be poor. 
Jobbers indicate that the credit sit- 
uation is far from being satisfactory 
and that dealers are finding it diffi- 
cult to meet invoices. Of course, the 
tightness of money continues to be 


the basic cause. : 


INDUSTRIAL 


Industrial conditions generally 
have not been changed. Most business 
men, however, continue to be op- 
timistic toward the future, apparent- 
ly on the assumption that conditions 
could not become worse. Some slight 
improvements in certain industries 
have been noted, but this has not been 
sufficient to offset the sluggishness of 
others. 


MACHINE TOOLS, ETC. 


The machine tool and metal work- 
ing industries are still slack. A 
slight improvement in demand for 
pig iron and finished sheets was noted 
during the early part of this quarter, 
but this has leveled out. This early 
spurt was for the most ‘part the re- 
sult of eagerness of consumers to 
cover for the month following the 
completion of inventories. 


Machine tools, on the other hand, 


Jobbers View Future with Optimism 
Industrial Conditions Have Improved 


continue to be quiet in demand. Some 
improvement in inquiry was noted this 
month and gave basis for optimism 
on the part of manufacturers. How- 
ever, the experience is that while con- 
sumers generally have been request- 
ing quotations on such equipment, 
they are hesitant to close once quota- 
tions are given. Consumers report 
that they are interested, but that ap- 
propriations for tools have been 
held up. 


SHOE INDUSTRY 


A slight improvement in the shoe 
industry during the last few weeks 
has been reported. This has been 
largely due to the fact that’ retailers 
have permitted their shelf stocks to 
become low and with the spring trade 
just. in-the offing they have started to 
anticipate this demand. Should deal- 
ers enter the market for the full 
quota of business, manufacturers in- 
dicate that they would be forced to 
operate at more than capacity to sup- 
ply the demand. 


EMPLOYMENT 


Industrial employment has shown 
some improvement last month, and it 
is expected to continue to improve this 
month. While the drop in the number 
of unemployed is not sharp to sudden, 
it has assumed a gradual and appar- 
ently substantial uptrend. Last month 
statisticians-report that this improve- 
ment was about 1 per cent. 


Of course, it is the general feeling 
that once work can be found for the 
men, economic conditions generally 
will get better. Industrialists as well 
as public officials have been working 
in harmony in an effort to better the 
condition of employment and with this 
healthy attitude apparent, reduction 
of the number of men out of work 
can be anticipated. 


RETAIL TRADE 


Retail business also reflects the 
general economic condition of the con- 
suming public. Sales are retarded and 
efforts to stimulate business, for the 
most part, are not noticeably suc- 
cessful. Of course, price reductions 
have helped the movement of retail 
goods, but no general improvement 
has been reported. Hardware retail- 
ers are feeling the same lack of in- 
terest as other retailers, but they 
are not conducting extensive sales to 
stimulate demand. 

















HARDWARE AGE for FEBRUARY 12, 1931 61 





K SLL EPSP 


NSE : ESTERS 
ger Remington ~~ 
WEEKLY LETTER 


THE ONLY SHOT THAT COUNTS !S THE SHOT THAT HITS 



















leave no erumbs 


Put these teeth to work—for you and a hard 
your customers. They are the best cut- crust. The 
ting teeth a bread knife ever had... first stroke of the Ny 
and they identify the new line of blade starts to cut— 
Remington bread knives. Fashioned no matter which section 
from crucible and incomparable of the edge is applied. Thin- 
Kleanblade (stainless) steel—correct- ner slices can be cut, even with 
ly tempered and hardened—they take, freshly made, or rye, bread. Cake 
and hold, a sharp edge. can be cut cleanly, without breaking 
its structure. 

These teeth are made to cut on both , a 

forward and backward strokes. This Take home one of these Reming 


, : ton bread knives for actual demonstra- 
at rene aeeeanae over Sit xd tion. Your wife will be delighted 


nary bread knife, which employs only 
half the teeth on the forward motion, 
and the other half on the back stroke. 


with it. There are six styles—two of 
which are shown here—to choose 
from ... with Bakelite, Cocobolo, 
and Walnut handles. 


— $$$ $$$ $$$ rrr 





be = aad 

SEES ae ee Ee Use this assortment to gain new in- 
K8518/,—8'2" blade, Bakelite handle—retail price—$1.50 terest in your cutlery department— 
phere new stimulus for your sales. The en- 
WE Me 0 tire line is being nationally advertised. 
K1406'2—6'2” blade, Coccbolo handle—retail price—$.60 Your jobber’s salesman will give par- 
ticulars, and see that you are promptly 

Notice also, along the edge, that supplied. 

notches are placed 11% inches apart. 

This measured separation is another af PON RELL 
important feature in the design . . . President 





The Greatest Value Ever Offered— 
The Remington Standard American Dollar 
Pocket Knife 


The notches permit the edge to take 


and serves a very practical purpose. 
hold immediately, even on bread with | 








REMINGTON ARMS COMPANY, Ine. 
Originators of Kleanbore Ammunition 
25 Broadway, New York City Telephone, Digby 4-0766 


Manufacturers of Arms, Ammunition, Cutlery, and Cash Registers 
© 1931 R. A. Co. 
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(Boston office of HARDWARE AGE) 
Feb. 10. 


Ree’ dealer buying is diversi- 





fied, but in smaller volume 
than a month ago, and just 
about on a par with a year ago. The 
average individual order received by 
jobbers calls for a comparatively 
small number of items, which means 
that they are going through a lot of 
motions without getting ahead very 
much. Buying embraces all merchan- 
dise from A to Z, however, and clearly 
indicates that retail stocks are not 
well balanced. Interest in futures is 
conspicuously lacking. 


Recent snows all over New England 
resulted in no material increase in 
jobbers’ sales of snow shovels, scoops, 
pushers and the like. It is evident 
that the retail trade carried over quite 
a stock from last winter. The snow 
did, however, increase the movement 
of automobile tire chains out of stock, 
and subsequent low temperatures have 
stimulated buying of anti-freezing 
liquids and compounds, and of heat- 
ing pads, too. 


February usually is a quiet month, 
say jobbers, but this year bids fair to 
be an exception. Jobbers have made 
up their mind that 1931 will witness 
exceptionally keen competition among 
them for business, and they are leaving 
no stone unturned to stimulate trade. 
Special inducements are to be offered 
retailers this month and it may be 
that February bookings will run ahead 
of a year ago. There is a fly in the 
ointment, however, and that is that re- 
tail dealers in general report business 
as lacking snap, and they are there- 
fore not in a buying mood. 


MANUFACTURERS’ ATTITUDE 


New England manufacturers of 
goods handled by the retail hardware 
trade are beginning to feel more 
cheerful. They are combing this and 
other sections of the country with a 
fine toothed comb and securing re- 
sults. They say that buying has not 
assumed large proportions, but that 
it is, for the first time in months, off- 
setting production. It is further 
stated that if buying continues to in- 
crease in the same ratio as it did in 
January, production will have to be 
stepped up during the second quarter 
of this year. 


Such optimism, in view of the pro- 


BOSTON: 





AT A GLANCE 


Tire chains and anti-freez- 
ing liquids and compounds 
are selling well. 

* * & 

Indications are 1931 garden 
hose sales will be large despite 
the drought. 

* & *% 

Makers of hardware appear 
more optimistic than they 
were a month or two ago. 

* * & 

Many encouraging indus- 
trial developments reported 
all over New England. 











tracted spell of pessimism, is consid- 
ered significant by jobbing houses 
here. 


BIG YEAR FOR HOSE 


While drought talk in Washington 
is centered on the Western States, 
New England has its water shortage, 
and unless the situation is relieved in 
March and April it is feared agricul- 
ture will suffer a sharp setback. Wells 
are still dry everywhere, or so nearly 
so they are of little benefit to owners. 
Excavations disclose the fact that the 
earth is bone dry for many feet in 
depth and there is no mojsture in the 
soil so necessary to give crops a good 
start. 


Strange as it may seem, there is 
every reason to believe that garden 
hose sales this year will run weil 
ahead of those for 1930. The last pre- 
vious big hose year was 1929, and 
most retailers carried over a consid- 
erable stock into 1930. Last year, 
however, they managed to clean up, 
so today are short of goods. Jobbers 
say that already their garden hose 
bookings exceed entire sales for 1930. 


AMMUNITION CHEAPER 


Upon receipt of new price lists from 
manufacturers, local jobbers have re- 
duced cartridges 10 per cent. No 
change has as yet been made in 
loaded shell selling prices, but jobbers 
have under consideration a possible 
revision, Sash cord has come down 
3c. to 4c. a pound in value, making 


Retail Buying Is Diversified— 
But in Somewhat Smaller Volume 


the jobbing price on Samson Nos. 8, 
9 and 10, 58c. 

Otherwise no price changes of par- 
ticular importance are announced. 
Manufacturers are, however, marking 
down here and there prices on some 
particular article with a view to stimu- 
lating buying. Although some classes 
of merchandise are _ exceptionally 
cheap, no effort is being made by 
manufacturers to advance prices for 
same. Jobbers, therefore, assume that 
the general trend of values is still 
downward. 


CREDIT SITUATION 


No noticeable change is noted in 
the hardware credit situation. Prompt 
payers are discounting bills as usual, 
and slow payers are slower than 
usual. It is intimated by jobbers that 
many past-due accounts will be closed 
before June 30 comes around. 


ENCOURAGING SIGNS 


Despite the various drawbacks, 
there are unquestionable signs that 
industrial New England is staging a 
comeback. At the Somerville, Mass., 
plant of the Ford Motor Co. 4200 em- 
ployees are now working five days a 
week, as against two days a week the 
previous two months. At Nashua, 
N. H., 350 employees of the Nashua 
Mfg. Co. have been put on full time 
and about 1250 on a three-day week. 
The Palmer, Mass., Wickwire Spencer 
Steel Co. fine’ wire department is on 
three eight-hour shifts instead of two. 
Some 150 employees of a Lowell, 
Mass., woolen mill are on full time, as 
aganst a three-day week heretofore. 
The B. G. Luther Co., Ware, Mass., 
woodworking machinery, has secured 
sufficient business to keep the plant 
running full for several weeks. 


At North Billerica and Fall River, 
Mass., 450 mill workers have been put 
on full time and 800 recalled for work. 
An East Springfield, Mass., plant is 
taking on 500 additional workers to 
make refrigerators for apartment 
houses. The Kingston Machine Tool 
Co., Keene, N. H., is on full time, and 
the United States Union Corporation, 
New Haven, Conn., will employ about 
100 hands to make a pipe union. In 
fact, from all over New England come 
reports of thousands of workers laid 
off some time ago being taken back. 
Average individual earnings are in- 
creasing slightly. 
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The Mark of a Critical Merchant 


The presence of the EMPIRE trade mark on your shelves identifies you as a discrim- 
inating merchant to all users of bolts and nuts.You never have to explain why you 
handle the R B & W line, because no apology need ever be made for the best.Wher- 
ever bolts and nuts are used, for decades the standard has been EMPIRE. Constant 
quality rigidly maintained, plus scientific leadership in improved standards from year 
to year, underlie the guaranty of the purchase of R B & W EMPIRE Bolts and Nuts. If 


you do not now stock the EMPIRE line, specify it on your next order to your jobbers. 


RUSSELL, BURDSALL & WARD BOLT & NUT CO. 
PORT CHESTER, N. Y. ROCK FALLS, ILL. CORAOPOLIS, PA. 
Sales Offices at Philadelphia, Detroit, Chicago, San Francisco, Los Angeles, Seattle, Portland, Ore. 
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NEw York, Feb. 10. 

N the opinion of the majority of 
I metropolitan hardware  whole- 

salers the outlook for spring 
business has shown improvement dur- 
ing the past week. Incoming orders 
for spring merchandise are being re- 
ceived in about the usual volume. 
Future orders for many spring lines, 
which were booked during the past 
ninety days, have started to move out 
to dealers and increased activity is 
noticeable in jobbing establishments. 
Sereen wire has been a particularly 
active line recently and it would ap- 
pear that retailers carrived over a 
very small quantity of wire cloth 
from the past season. Poultry net- 
ting, lawn mowers, steel goods, gar- 
den hose, pruning tools, grass shears, 
grass hooks, lawn rollers, hardware 
cloth, oil cook stoves, lawn fence, 
sprayers and insecticides are among 
the active lines being purchased in an- 
ticipation of a good consumer demand 
when the weather moderates and 
spring officially makes its advent. 


GOODS IN DEMAND 


It is said that many of the lines 
now enjoying a good demand are the 
type of articles which effect living 
economies for consumers or which ma- 
terially contribute to their héalth 
and comfort. They are the type of 
articles which may be classed as es- 
sential and other items which are less 
necessary are in moderate demand. 
As examples, garden tools are needed 
to effect a savings for the home owner 
so far as foodstuffs are concerned. 
Poultry supplies are required if an in- 
come is to be derived from poultry. 
That dealers realize that the average 
customer will pay a higher price for 
such needed items when quality and a 
better value is at stake is demon- 
strated by the fact that bronze and 
copper screen wire is being ordered in 
a larger volume than during recent 
years. The average dealer is specify- 
ing a larger percentage of his screen 
wire requirements in copper and 
bronze wire than in the past. The new 
aluminum wire cloth is also enjoying 
a good demand, considering, of course, 
that this is the first season it has been 
available to the trade. Home owners 
realize that painted or galvanized 
screen will not long withstand the salt 
laden atmosphere when used in this 
territory and non-rusting metals are 
favored from the standpoint of econ- 
omy. 


HOUSEWARES ACTIVE 


The demand for housewares of every 
description continues to be one of the 
most favorable features of the local 
market. Cooking utensils, kitchen 
cutlery, skillets, garbage cans, ash 


NEW YORK: 





AT A GLANCE 
The outlook for spring 


business has become more 
promising during the past 
week. Spring lines are enjoy- 
ing a good early demand. 

* % # 


‘The type of articles which 
effect living economies or 
contribute to health and com- 
fort are quite active. House- 
wares continue to move in a 
good volume. 

a | 

With residential construc- 
tion on the increase builders’ 
hardware and tools are show- 
ing indications of a better de- 
mand. 

* 8 & 

Raw copper has dropped to 
the low level of last year. 
Wholesale hardware sales in 
this area in 1930 declined 16 
per cent. The price tendency 
is somewhat easier. 











cans, step ladders, meat choppers, car- 
pet sweepers, wash boards, floor mops, 
furniture and metal polishes, scrub 
brushes, galvanized pails and_ tubs, 
electric irons, incandescent lamps, 
canister sets, bread boxes, and many 
similar kitchen and household neces- 
sities are all quite active. New items 
in this class of goods are receiving a 
great deal of attention and aggressive 
dealers are pushing new articles with 
fine results. 


BUILDERS’ HARDWARE 


Builders’ hardware is showing some 
indications of increased activity as the 
spring building season approaches. 
Tools are also in slightly better de- 
mand. Residential construction in the 
metropolitan area during January 
made a gain of 18 per cent over the 
same period of last year, according to 
the month’s figures on _ contracts 
awarded as compiled by the F. W. 
Dodge Corporation. 

Both Januarys had a total of twen- 
ty-six working days. Yet the current 
year is well ahead in this type con- 
struction with a total of $19,873,900 
for the month, as compared with $16,- 
704,600 in January, 1930, the lead of 
$3,169,300 representing the gain of 
18 per cent reported. 

About one-quarter of the money for 
new residential projects this month, 
$5,123,400, has been placed for one- 
family dwellings. Every type of res- 
idential building, including apart- 


Prospects Deemed More Promising 
Future Order Volume Near Normal 


ments and single dwellings, took part 
in this upward trend showing in- 
creased volume in January, 1931, as 
compared with January, 1930. 

Reports of contemplated work of all 
types for the area total $113,009,000 
for the opening month this year. 

In keeping with this improvement in 
construction activity, which is ex- 
pected to increase steadily as the 
spring building season nears, it is 
logical to assume that hardware lines 
related to building will soon be enjoy- 
ing greater activity than for some 
time. 


COPPER AGAIN DROPS 


Although custom smelters were 
holding to the recently established 
lower quotation of 9c. per pound, it. 
was reported in the trade that some 
second hand or outside metal had been. 
sold at 9%c. The official price, how- 
ever, remained at 914c. for domestic 
delivery.: The Anaconda Wire and 
Cable Co., a subsidiary of the Ana- 
conda Copper Mining Co., and several 
other fabricators, reduced their prices. 


‘last week on wire and other products 


to a basis of 942c. a pound for the 
metal. This level marks the 1930 bot- 
tom, which in turn had been low since 
1895. 


WHOLESALE SALES 


Wholesale hardware sales in the 
New York area in 1930 showed a de- 
cline of 16 per cent, according to re- 
ports received by the Federal Reserve 
system. For the country as a whole, 
wholesale hardware sales in December- 
showed a decline of 24 per cent. 


PRICE INFORMATION 


While no recent price changes of 
importance have been announced hy 
manufacturers, an easier tendency is 
nevertheless apparent. It is said that 
prices established in poultry netting 
and wire screen earlier in the season 
have failed to hold firm. Nails are 
being offered at a base ranging from 
$2.40 to $2.45 delivered to the dealer 
in any quantity. Concessions are be- 
ing granted on bolts. Lower prices. 
for cotton have resulted in reduced 
quotations on sash cord, clothes line, 
etc. Established discounts on some of 
the well known tool lines are being 
maintained more strictly than in the 


past. 
COLLECTIONS 


The credit situation has not im- 
proved, and in some instances jobbers 
have been forced to accept notes for 
dealers’ past due: accounts. Such cases 
have not been numerous, however, and 
with the active hardware season draw- 
ing near, it is believed that many 
merchants will be enabled to meet 
their obligations. 
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Profit by Our “C-D’’ Plan. Itis as Easy as “ABC*’ 


Sell 


More Stoves 


-- . - Increase 
Your 
Profits 












No. 50— $42 


No. 650 — $66 


and at the same time 
EARN AN EXTRA BONUS 


up to "3002 


Your fellow dealers everywhere are building a 
substantial stove business—and increased 
profits—on the Nesco Co-operating Dealers 
Sales Plan—known as the famous “C-D” 
Plan. It is easy to build on the “C-D”’ Plan be- 





Prices Slightly 
Higher in Distant 
Territories 


No. 213-1103) |g 





cause it is backed by a strong merchandising 
program of localized radio broadcasting—the 
new and spectacular advertising force—from 
specially selected stations, and by national 
magazine advertising going directly to your 
logical prospects. 


You, too, can share in these extra profits. To 
qualify you need only place an order for ap- 
proximately $100.00 for a Nesco Foundation 
Unit—three DeLuxe Kerosene Stoves and 
Ranges—all live, popular sellers—No. 650, 










Milwaukee 
Chicago 





New Orleans 


No. 50 and No. 213-1103. From then on you 
will begin to participate in the advantages of 
this plan on every sale of Nesco Stoves, 
Ranges, Ovens, and Perfect Oil Heaters. An 
extra bonus—up to 10%—can be earned. 


Our new No. 50 Range—a full-sized, five- 
burner Nesco—a remarkable bargain — is 
priced to sell as low as $42.00—it successfully 
meets competition from every source. 


Ask Your Jobber for Complete Information 
About the Profitable *‘ C-D’’ Plan 


NATIONAL ENAMELING & STAMPING Co. 


Executive Offices 


270 North 12th Street, Milwaukee, Wisconsin 


Factories and Branches 


New York Granite City, Il. 


Philadelphia 


Baltimore 
Laurel Hill, L. I. 
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PIT TSBURGH:‘ pit tendeny Reacks Boing 


(Pittsburgh Office of HARDWARE AGE) 


PITTSBURGH, Feb. 10. 
HE first week of February 
brought little change to the 
local hardware market, and 
sentiment for improvement seems to 
have subsided to some extent. Deal- 
ers in this vicinity who were recep- 
tive to general insistence for early 
buying at the beginning of the year 
are again committed to postponement, 
and are inclined to wait for the ex- 
pected spring improvement in general 
business before placing heavier orders 
than are necessary. As a result cur- 
rent shipments are in very small vol- 
ume, and aggregate sales are affected 
adversely. It seems unlikely that job- 
ber business this month will hold up 
to the January rate. 


CURRENT DEMAND 


Cold weather items are practically 
dormant, and both jobbers and retail- 
ers are generally overstocked with 
such lines. Dealers are particularly 
disappointed by this condition, and in 
many cases will be forced to curtail 
their purchases of spring goods on 
this account. Staple hardware lines 
are moving in limited volume, but a 
fair demand for radio and flashlight 
batteries and other electrical appli- 
ances has kept up since the first of the 
year. 

Sales of radios are light, and others 
of the more expensive hardware items 
are dull. Some jobbers are prepar- 
ing extensive sales campaigns on elec- 
trical refrigerators, and shipments of 
these products will soon begin from 
jobbers’ stocks. A fair volume of 
screen wire goods, lawn mowers, gar- 
den tools and poultry supplies is be- 
ginning to move, but many retailers 
are holding up shipments as long as 
possible, and the real movement will 
not take place until March. Advance 
sales of ammunition are continuing, 
but prices are rather uncertain, and 
it is indicated that no such stability as 
existed in this market last year can be 
repeated in 1931. 


THE PRICE TREND 


Prices on hardware products in 
general are characterized as soft. The 
possibility of decreases before spring 
buying sets in have postponed buying 
by both retailers and jobers, and 
shading on items previously reduced 
is not lacking. No important changes 
have come out in the last week or 
two, but further unsettlement in the 
copper market as well as untested 
quotations on steel products are fac- 
tors. 





AT A GLANCE 


Sentiment for improvement 
seems to have subsided to 
some extent. Current ship- 
ments are in small volume. 

* 8 # 

Cold weather items are dor- 
mant. Staple lines are moving 
in moderate volume. A fair 
volume of spring merchandise 
has started to move. 

* * *& 

Prices on hardware prod- 
ucts are showing an easier 
tendency, although no impor- 
tant changes have become 


effective recently. 
% 


* % 


Improvement in industrial 
conditions in the Pittsburgh 
district have been checked to 
some extent. In some sec- 
tions collections are showing 


improvement. 











STEEL INDUSTRY 


Increases in steel production in this 
district have been checked, and cur- 
tailment is in prospect by some com- 
panies if orders fail to show further 
improvement. Steel ingot production 
continues unchanged at approximately 
45 per cent of capacity, with the gen- 
eral average for finishing mill produc- 
tion somewhat less. Gains have been 
registered in tin plate, pipe and rail 
and track accessory production, but 
these have been largely offset by 
lighter output of sheets, strip steel 
and bolts and nuts. Shipments to the 
automobile industry show little indi- 
cation of much improvement during 
the current month, and the other con- 
suming lines are still rather de- 
pressed. 

Railroads are slow in specifying 
against recently placed contracts for 
rails and track accessories, and the 
requirements of the building industry 


have improved very slightly in spite 
of the fact that prospective work 
looms rather large just now. The 


_effects of such activity will not be re- 


flected in steel releases before March 
or April. Steel prices continue un- 
changed, with little new buying to test 
them. The pig iron and scrap mar- 
kets are very dull, and scrap prices 
are still receding. 


GLASS INDUSTRY 


Improvement in glass production in 
the district has failed to materialize 
except in slightly higher orders for 
plate glass from the automobile in- 
dustry. Flat glass going to the build- 
ing trade is very quiet, and production 
during January showed little im- 
provement over December, one of the 
poorest months in recent years. Total 
glass production in 19380 was nearly 
50 per cent under 1929, but the decline 
in the-immediate Pittsburgh district 
was hardly that great. Considerable 
plate glass manufacturing facilities 
formerly centered in this vicinity have 
ben removed to Ohio and Michigan 
points in recent years to serve the 
automobile industry, and the district 
is no longer dependent on that line as 
was the case in the past. 


COAL AND COKE 


The coal market is slightly more 
active from the standpoint of domes- 
tic sales, but industrial requirements 
have not improved very much, and 
the railroads are using little more 
fuel, Productions of coke in the Con- 
nellsville region is generally un- 
changed, although labor troubles 
have been adjusted in most cases and 
strikes will no longer affect produc- 
tion materially. 


COLLECTIONS 


Collections in the immediate Pitts- 
burgh limits are slightly improved, 
but conditions are very bad in the 
industrial and mining towns in west- 
ern Pennsylvania and West Virginia. 
Some relief is expected in the spring. 





It Seems That Way! 


The driver of a Ford sedan, who 
was plainly out of his element in city 
traffic, attempted to turn around in 
the middle of a block, and was side- 
swiped and upset by a hook and lad- 
der fire truck on its way to answer a 
call. . 

Striding over to the overturned ve- 
hicle, a traffic officer poked his head 


through the broken window and de- 
manded: “What do you mean by 
blocking traffic like this? C’mon outta 
there; you’re pinched!” 

“You let him alone!” said a female 
voice from the back seat. “How did 
we know them drunken painters were 
going to run into us?”—Wroe’s Writ- 
ings. 

& 











SOLID 


center SIUCCOS (pea \ 


Unique slotted handle 
replaces old style 
center plug, making 
an extra full stock. 
100% leatherbound, 
no hidden metal 
band, easy to break in. 


SMOOTHERS 


Foss-Set makes pos- 
sible greatly improved 
construction. Wooster 
Smoothers are very 
strong and comfort- 
able. No rough edges 
to bruise the fingers. 
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80 YEARS OF ACHIEVEMENT 
IN GOOD BRUSH MAKING 


FOSS-.SET 


The strongest bristle 
Setting .. . used only 
in Wooster Brushes. 
A Foss-Set Brush can’t 
swell, come apart, or 
shed bristles . . . lasts 
longer, works easier. 


Solid center con- 
struction ... bristles 
firmly locked by 
Foss-Set to prong ex- 
tensions of handle 
over which metal 
ferrule is compres- 
sed. Strongest made, 


WOOSTER ° 


185] 


Send for our painters 


brush book. 


ra 
~~ 


KALSOMINE 


Remarkable Foss- 
Set makes it possible 
to produce kalso- 
mine tools that can’t 
swell or’ come apart. 
Dutch type... very 
popular for large, 
rough surface work. 


HIP.FIT 


Has exclusive Wooster 
features . . . a handy 
curved handle that is 
especially shaped to fit 
the hip pocket orstrap 
and won’t fall out. 


| SHASTAS 


There is only one 
genuine Shasta brush 
..- Wooster makes it. 
Look for the Foss-Set 
trade mark on the 
handle. If it isn’t Foss- 
Set, it isn’t a Shasta! 


Under two tons’ pres- 
sure, small metal plug 
is wedged into steel 
ferrule, locking bris- 
tles in brush. Wears 
down closer with- 
out getting stubby. 


BRUSHES 


195k 


The Wooster Brush Co. 
W ooster, Ohio 
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(Memphis office of HARDWARE AGE) 
Feb. 10. 


INCE about the middle of Janu- 
S ary, current orders have shown 

marked improvement. They are 
longer and show better quantities. 
The goods that are moving consist, 
principally, of spring goods, such as 
plow gear, plow handles, plow repairs, 
collars and pads, with some movement 
of screen wire, poultry netting and 
screen doors. 

It is interesting to note that screen 
wire prices are being maintained on a 
basis that shows jobbers a little bet- 
ter average margin of profit than is 
usual on the first, or what is common- 
ly termed contract, business. Screen 
doors are also moving out in factory 
distribution cars on a fair price basis. 
Poultry netting is, as usual, the “foot- 
ball,” and prices on early stock order 
business is being handled on very low 
prices and at no profit to jobbers in 
many instances. 

Due to the general feeling that 
prices on all farmers’ supplies should 
be reduced to compare with prices of 
farm produce, there is much. more 
dickering, and consequently more of 
this goods being sold at prices that 
are too low, compared with cost prices, 
than for many seasons. 

Manufacturers’ quotations are hold- 
ing firm in practically all lines and we 
do not look for further material 
changes before April or the advent 
of the second quarter. 


GOOD NEWS 


The position of Memphis as the 
world’s greatest hardwood lumber 
market is to be further strengthened 
by transfer of headquarters of the 
National Lumber Exporters’ Associa- 
tion from Baltimore to Memphis. In- 
dustrial Memphis will give the asso- 
ciation a hearty welcome and assures 
the membership of its cooperation. 
Memphis is the logical place for the 
exporters’ headquarters, for 80 per 
cent of the association’s membership 
is composed of our friends and neigh- 
bors in this territory. 


BUILDING IN 1930 


Both the number of building per- 
mits issued in Memphis and their dol- 
lar value increased in the year 1930. 
There was a total of 5000 building 
permits issued, or 650 increase, and 
the dollar value was $1,400,000 in- 
crease. Permits to date in 1931 are 
ahead of comparative date 1930. 


“BACK TO FARM” 


The “back # the farm” movement 
which is expected by economists te 
follow the letdown in demand for man- 
ufactured products got a good start in 


MEMPHIS: 





AT A GLANCE 


Current orders have shown 
marked improvement during 
the past two weeks. Orders 
involve a greater variety, of 
goods and larger quantities 
are being specified. 

* 8 & 

Screen wire prices are be- 
ing maintained on a _ basis 
which is more satisfactory to 
wholesalers than is usual on 
contract business. Poultry net- 
ting prices are very low. 

* *& & 

The position of Memphis 
as the world’s greatest hard- 
wood lumber market has been 
strengthened by the move of 
the Lumber Exporters’ Asso- 
ciation headquarters to the 


city. 
+ ££ 


.. The Mississippi Valley will 
launch a highway campaign 
which will provide employ- 
ment for 150,000 men. Forty- 
seven Arkansas banks that 
were closed have reopened 
their doors. 











Shelby County before the Federal cen- 
sus was taken last year. Ten years 
ago'there were 8204 farms in the coun- 
ty. Five years later the number had 
declined to 7131. In 1930 the number 
had leaped to 8595, the census reports 
show. In the entire county there were 
last year but two farms embracing 
more than 1000 acres. Small farms 
reflected the greater part of the in- 
crease in number. Those of from 10 
to 19 acres jumped from 1534 to 2195 
in 1930. 


DAIRYING INCREASES 


Old Bossie appears to be doing her 
part in the development of an impor- 
tant industry in the South. We quote 
from a recent report of the activities 
of the Clover Farm Dairy Co. as fol- 
lows: 

“Organized 33 years ago as a small 
dairy for the purpose of serving local 
consumer trade. Now doing a whole- 
sale and manufacturing business cov- 
ering some six or eight southern 
States. Its present equipment is 
valued at $750,000 and its personnel 
consists of 175 people. The company 
buys from small producers approxi- 
mately 50,000 Ib. of milk per day. In 
1930 they purchased $941,000 in the 
city of Memphis.” 


Local Jobbers’ Business Shows Increase — 
Spring Goods Are Moving in Good Volume 


Not a bad asset to the city. 
Dairying over the tri-States is in 
about this proportion. 


ROAD PROGRAM 


At the close of the twenty-third an- 
nual road session of the Mississippi 
Valley Association of State Highway 
Officials, which recently met in Chi- 
cago, the following information was 
given: ; 

“The Mississippi Valley will launch 
a highway campaign of construction 
and maintenance which will, during 
the spring and summer, furnish em- 
ployment to 150,000 men. Much time 
was devoted to the question of in- 
creasing 1931 road work so as to fur- 
nish employment to the jobless.” 

When spring makes it possible to 
lay pavements without danger of 
frost damage, a record year in high- 
way construction will be started. 
There is plenty of money available for 
the program. 


“BANK REOPENING 


Forty-seven of the Arkansas banks 
that closed since the first of December 
have reopened their doors and are 
now doing business. This is a very in- 
teresting matter in this section. A 
number of the banks which have 
opened during the past two weeks are 
pivot banks and the importance of 
their opening cannot be _ overesti- 
mated. They are going to help might- 
ily in the matter of financing farmers 
for this year’s crop. We are glad to 
see the old State of Arkansas making 
such a rapid financial recovery. 

Banks in Mississippi are also re- 
opening. We notice especially that 
the First National Bank and the 
Corinth State Bank in the city of Cor- 
inth have reopened since the 24th of 
January. It is also interesting to note 
that deposits in these two banks on 
the opening day totaled more than 
$350,000 and the combined deposits in 
the two banks are now more than 
$1,600,000. 

Banks have also recently reopened 
in Mississippi at Blue Mountain and 
at Ashland, also at Winona. 

On Jan. 30 a run was started on the 
First National Bank of Camden, Ark., 
which is the largest and the oldest 
bank in south Arkansas. The presi- 
dent of the bank promptly got in com- 
munication with the Federal Reserve 
Bank in Little Rock and an airplane 
was engaged there to carry emergency 
funds to Camden. 

The Little Rock sheriff and a 
trusted pilot arrived at Camden at 
9.50 a. m. with $250,000, which money 
was displayed in the lobby of the 
bank and very promptly had the effect 
of restoring order and confidence. 
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NUSUAL sizes . . . abnormal 
quantities .. . you'll find them 
in stock at UNITED. When 
you need just a few of “these” 
or a lot of “those” ... try UNITED. You'll 


soon learn there’s truth in the statement: 


“fF it's in stock anywhere, 
you'll find it at UNITED.” 


Over 6,000 sizes and styles . . . almost 
unlimited quantities . . . always subject 
to immediate shipment from convenient 
warehouse stocks. . .. Try UNITED first! 


ome on with 


SCREWS 


Machine Cap 
Knurled Set 


Binding 
Special 


BOLTS 


Special Toggle 


Expansion 
WASHERS 


Standard Special 
Hardened and Ground 


CHICAGO 





1G / 











The UNITED Line:=—— 


NUTS 
Machine Screw Knurled 
Acorn or Cap Conduit 
Castellated Wing 
Semi-finished Special 


MISCELLANEOUS 
Taper Pins Studs 
Threaded Wire Shapes 
Light Metal Stampings 
Plumbers’ Bolts Screws 
Nuts and Threaded Rods 


All UNITED Products are available 
in brass, steel or other metals 


Complete stocks conveniently located in 
CLEVELAND 


NEW YORK 
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Allith 


The SILENCE of this famous ALLITH 
3100 Floor Hinge says more than all the 
loud praises of dealers, contractors and 
builders put together. 


But there is just one thing the matter 
with it—it gets no chance to advertise 
itself, so quietly does it work—and users 
never say anything about it—they never 
have the apportunity—for if there is one 
piece of door hardware that owners in- 
stall and then forget—this is it. 


ALLITH 
3100 Floor Hinge 


has carefully machined and hardened moving 
parts to insure smooth, easy operation and long 
wear. Ball ring serves as bushing—prevents 
wear at vital points where frame revolves on 
post. Ball bearings support the door and absorb 
the spring thrust. All working parts protected 
from dust and moisture. Best oil tempered steel 
wire compression spring. Plunger has a rolling, 
sliding action against roller bearing. All parts 
rigidly assembled. Fits either right or left hand 
opening. Holdback keeps door open at 95° 
angle. It is worthy of your recommendation, a 
pleasure to sell and simple to install. 


MANUFACTURERS OF 


Garage Door Hardware 
Spring Hinges 

Rolling Ladders 

Airport Door Hardware 
Industrial Door Hardware 


Fire Door Hardware 
Overhead Carriers 
Door Hangers 
Malleable Iron Washer 
Stadium Seat Brackets 


Certified Malleable Iron Castings 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 











Are You Getting Your Share? 


(Continued from page 39) 


A firm adopting the idea possesses at once the key to 
the inevitable fluctuations of every business account on 
the firm’s books, and thus becomes increasingly valuable 
as a correspondingly greater length of time is covered 
by the statistics thus provided. A close and constant 
perusal of the accounts shown in the book will un- 
doubtedly raise a considerable number of queries in the 
mind of the executive. Thus careful inspection of what 
were once large or promising accounts, but which lately 
have shown a tendency to dwindle away, enables the 
busy executive to give greater attention to these essen- 
tial factors in the prosperity of the concern and enables 
him, where it is possible, to check a decline or to try to 
secure a larger share of business. This is where the 
percentage columns prove their value, for at a glance 
the upward or downward tendency of any account is 
made apparent. 


At the end of every half year a careful consideration 
of each account is made by one concern, and where a 
customer did not seem to be ordering the full amount 
of goods his business warranted, a diplomatic note was 
sent out under the signature of one of the executives, 
suggesting that a larger share of business would be 
mutually beneficial, and emphasizing any particular 
points in regard to quality of material, prices, and so 
on. If there happened to be any difficulties or com- 
plaints, real or imaginary, in the mind of the customer, 
one of the executives offered to see him personally to 
talk things over with him and smooth away any diffi- 
culties or unfriendly feeling that might exist. The 
fact was, that a strong personal touch was introduced 
into the dealings of the firm in question, which, to- 
gether with a wise and systematic policy of keeping as 
careful an eye upon the selling as upon any other end 
of the business, insured success. 


4 


Mitchell Operates.a Completely Equipped 
Rest Room 


In the basement of the Mitchell Hardware Co. store 
at Ashtabula, Ohio, is a very complete ladies’ retiring 
room for the use of customers. It is equipped not only 
with the usual lavatory and wash basin, but also with 
paper cups, finger brushes, paper towels, aspirin tab- 
lets, sanitary napkin dispensing machine and an attrac- 
tive waste can with hinged cover. The store being 
near an important junction point for both interurban 
cars and busses, many women from nearby communities 
have learned of the Mitchell retiring room and use it 
regularly. To enter the basement, a person sees a large 
part of the main display or selling room. Major elec- 
trical appliances and housefurnishings are displayed in 
the basement which is particularly well illuminated. As 
a builder of good will leading to extra sales, this high 
class retiring room has more than paid its way. Pres- 
ident Don W. Mitchell urges other merchants to utilize 
this plan offering it as a service to the women of their 
trading areas, 
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Record Attendance at Indiana 


(Continued from page 42) 


necessity for an alert and consist- 
ent selling policy. 

Members of the Rusville, Ind., 
high school debating squad pre- 
sented a forty-five minute debate 
on “Installment Selling” which was 
followed by an open forum dis- 
cussion of the question. 

The third session topic was “Re- 
tail Hardware Management” with 
past and present officials of the 
national association on the pro- 
gram. 

Hobart R. Beatty of Clinton, IIl., 
past president spoke on ‘“‘Manage- 
ment Points the Way,” Harold 
Bervig, of the store management 
service spoke on “Demonstration of 
Association Control Services,” and 
Herbert P. Sheets, managing di- 
rectors spoke on “The Man In Man- 
agement.” 

Fred Landis, Hoosier editor, 
author, columnist and lecturer, was 
the principal speaker at the annual 
banquet held Thursday night in 
the historic James Whitcomb Riley 
Room of the Claypool hotel. More 
than 500 dealers, exhibitors and 
their wives attended the social 
function. 


“The Problem of Buying” was 
the session theme for the elosing 
day and J. M. Williams of Beaver 
Dam, Ky., spoke on “Buying to 
Sell.” An open forum discussion 
on determining the consumer’s re- 
quirements, determining his atti- 
tude, price lines, elimination of 
slow movers, speeding turnover, 
facing the facts of competition and 
watching for trends of the trade 
was followed by an inspirational 
address by Mr. Sheets on “Com- 
pleting the Job.” 


In a buyer’s contest, the Virden 
Hardware Company of Columbus, 
was awarded first prize, a beauti- 
ful Lupton cutlery case. Second 
prize, $50 in cash went to the Sey- 
mour Hardware Company of Sey- 
mour, and A. Dufendach of Sellers- 
burg was awarded third prize, a 
smaller Lupton display stand. 

Forest Needles, vice-president of 
the W. Bingham Co., Philadelphia, 
who managed his firm’s exhibit, 
asserted that a general feeling of 
optimism is noticeable all over the 
country in business circles and was 
evidenced in Indiana by the inter- 
est of the dealers in the exposition. 





Public Utility Will Work In Harmony 
With Dealers 


(Continued from page 43) 


with an inspiring challenge to hard 
work and a grasping of the business 
opportunity which the destiny of 
the Far West presents. 

Convention resolutions indorsed 
the Capper-Kelly bill; expressed 
gratitude to those who had aided in 
the success of the convention and 
extended sympathy to the homes of 
members who had been bereft dur- 
ing the year. 

Those attending the convention 
were entertained at an elaborate 
dinner on Wednesday evening 
through the hospitality of the Idaho 
Hardware & Plumbing Co. and the 
Salt Lake Hardware Co. as joint 
hosts. A complimentary theater 
party followed. The ladies were 
tendered a luncheon and card party 
by the same hosts. The annual ban- 
quet tendered by the S. H. I. P. 
Club of Idaho at the Boise Hotel 
the final night of the convention 
was attended by over 400, with 
dancing during the evening. Hon. 
C. Ben Ross, governor of Idaho, and 


Mrs. Ross; Hon. James P. Pope, 
mayor of Boise, and Mrs. Pope, and 
Hon. H. C. Baldridge, ex-governor, 
and Mrs. Baldridge were honor 
guests. 

J. M. Hysmith of the Geo. Law- 
rence Co., Portland, served as Cap- 
tain of the Ship this year and pre- 
sided. Arrangements were in gen- 
eral charge of E. Bell of the Board 
of Admirals. Officers for the S. H. 
I. P. during the coming year, and 
for its cruise to Pocatello for the 
1932 convention, were announced as 
follows: 

J. J. Fitzgerald, Colorado Fuel & 
Iron Co., captain; Carl Terry, Salt 
Lake Hardware Co., first officer; 
Sam Brown, Z. C. M. I., second offi- 
cer; Clark Roberts, McLean Hard- 
ware Co., third officer; P. D. Wat- 
son, Idaho Hardware & Plumbing 
Co., fourth officer; Emery Roller, 
Idaho Hardware & Plumbing Co., 
chief engineer; C. J. Wilder, W. P. 
Fuller & Co., chief steward. 








Bakatax display cartons and 
individual boxes are mod- 
ernly designed and attrac- 
tively printed. With their 
bright color scheme of black, 
white and green, they have 





a real sales appeal. 


This new line of tacks offers many 
unusual advantages which put them 
in the profit-making class. Write for 
free sample, and give your jobber’s 
name. Geo. Baker & Sons, Inc., 
Brockton, Mass. 


BAKATAX 











Speed Up 
the 
Wheels of 


Industry 


Write to your jobber 
today for any of the 
merchandise adver- 
tised in these pages. 
Don’t wait for the 
jobber’s salesman. 


You may forget. 
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HE new MILFLEX DUPLEX Patented 

Hack Saw Blade marks the most startling 
improvement in blade construction ever con- 
ceived. 


Fine teeth on the forward end of this remark- 
able blade perform the same function as the 
feed screw of an auger bit—they start the cut 
quickly, easily, accurately. 


Cutting cleanly into the metal precisely where 
you want it, on the first stroke, the MILFLEX 
DUPLEX means the end of spoilage of work 
by slipping of blade, and of spoiled blades by 
ripping out teeth. 


In addition to quick, straight cutting of regular 
work, it means that you can cut small sections, 
squares, angles or flat stock with equal accu- 
racy at any angle. 

Stock up on MILFLEX DUPLEX (hard teeth and flexi- 
ble back), the fastest cutting hack saw blades you ever 
sold. Nationally advertised. Write for prices and de- 
tails, and give jobber’s name. 

















The fine tooth section of a 14-pitch 
DUPLEX has 28 teeth to the inch. The 
18-pitch has 36 teeth to the inch. 
Sell 


MILFLEX 
DUPLEX 


PATENTED U.S.A. 





The HENRY G. THOMPSON & SON CO. 


Established 1876 
New Haven, Conn., U. S. A. 




















When It Comes to Selling 
Sporting Goods 
(Continued from page 35) 


and their uniforms are lettered with this name. As a 
result Mr. Stubbs increases his sales in his respective 
sporting goods lines, and gets columns of publicity for 
his line of outboard motors. 


The publicity returns have reached such large pro- 
portions because of the high caliber of athletes that 
wear the Stubbs Sea Horse uniforms. 


Junior and Senior Teams 


His basketball teams, one junior and one senior, are 
entered in the city league of Savannah which draws a 
large attendance to the games twice a week. Last year 
the senior team won the City League Championship, and 
the junior team was runner-up in their division. 


The senior team is of such high caliber that it plays a 


| number of out of town games during a season. Last 


year their principal rival was Parris Island Marines 
from South Carolina. This basketball five was selected 
from 1400 men in the neighboring army camp, and was 
reputed to be one of the-best in the country. But the 
Sea Horses trounced them soundly and outplayed them 
more times than any other team. 


One of the principal attractions of the Sea Horse 
seniors is the center, who stands 6 feet ten inches tall. 
This cloud scraping pivot man is a great drawing card, 
and is further proof of the Stubbs artistry. 


In the summer season a team of Stubbs’ Sea Horses 
may be found competing in the bitterly contested games 
of the Playground Baseball league. Hundreds of per- 
sons watch these games played twice a week. in Park 
Extension. Last summer Stubbs’ Sea Horses again 
won the championship of the league and much publicity 
resulted for Stubbs. 


Organized a Bowling Team 


The most recent team organized by Mr. Stubbs is the 
Sea Horse Bowling team whieh has entered the city 
bowling league for the winter season. 


Contests provide a fertile field of opportunity for 
Mr. Stubbs. One of his chief promotions is the fishing 
contest he sponsors during the summer. He features 
both salt and fresh water contests, and they result in 
increased sales of fishing tackle and motors and boats. 


Circumstances favor this sort of contest because of 
the proximity of Savannah to some of the greatest fish- 
ing streams in the country. One can leave the Stubbs 
store and within twenty minutes drop a line in excel- 
lent fishing waters. Fresh water streams nearby are the 
Savannah and Ogeechee rivers. Savannah is only fif- 
teen miles from the Atlantic ocean and is surrounded 
by salt water streams. 
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Lhe same Naydote 
lige a Aurdred years 


A reputation that has 





been the password 
among hammer users 


and that has established 
firmly a goodwill which 





means dollars and cents 
to you. Now with ag- 
gressive management, 
up-to-date manufacturing methods and 
equipment, improved service, the May- 
dole Hammers will be merchandised 
with renewed strength. 

Remember that mentioning the name, 
Maydole, to your prospect is half the 
sale. Write us for any information in 
regard to sales help and advertising. 
For your stock, we suggest you get in 
touch with your jobber—he is in a posi- 
tion to supply you with the Maydole 


Line. 


David Maydole Tool Corporation 


Successors to 


The David Maydole Hammer Co. 


NORWICH, NEW YORK 


Bail 
v AY DOLE 


HAMMERS 


YY 201 








No. 220 


Ficocalieci 


the life of any structure 


GRIFFIN HINGES 


prove worthy of the im- 
portant part they play 


in daily service. 


RIFFIN 


anufacturing Cbmpany 
ERIE, PENNSYLVANIA 








Branch Offices:- 
NEW YORK: 45 WARREN ST. BOSTON: 76 BATTERYMARCH 
CHICAGO: 555 W. RANDOLPH ST. SAN FRANCISCO: 703 MARKET ST. 
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Step up to my 
“floor protection 
department” 


These Bassick £ 
casters and 
NoMar rests 
sell themselves 
when display- 
ed like this. 






HERE is an item for every household need 

in the Bassick line. Easy-rolling, easy- 
turning casters for beds, tables, and furniture 
that is moved frequently. NoMar rests for up- 
holstered chairs, davenports and other heavy 
pieces. 


When customers walk into your store and 
see your “floor protection department,” they 
will be reminded of their needs. They will 
pick the items up, notice how easily the casters 
roll and swivel. They will see for themselves 
how NoMar rests will spread the weight of 
furniture and protect floors and coverings. 
These Bassick items will sell themselves when 
displayed. All you'll do is ring up the sales— 
and keep the line complete. 


Stock the 7 standard items shown on this 
page. They will fill all your customer’s needs. 
Your jobber can supply you. Write today for 
our dealer’s catalog, No. 106. 


“Socket” and A type and size 
“Drive-on” Bassick caster for 
type NoMar Rests, every need. 


THE BASSICK COMPANY 
Bridgeport, Conn. 


Bassick _ 


“For 35 years the buy-word for fine casters and furniture rests” 

















In the fresh water contest five prizes are offered for 
the largest small-mouthed black bass caught with rod 
and reel and artificial bait. It was necessary under the 
rules for the fish to be weighed in and photographed at 
the Stubbs store, thus bringing “hot” prospects into 
contact with the Stubbs salesmen. The largest black 
bass registered in the contest this year weighed 1214 
pounds. 


The salt water contest provided that any salt water 
scale fish caught on the Georgia coast with rod and reel 
and any kind of bait was eligible. The largest fish 
brought in during the contest was a channel bass weigh- 
ing 50 pounds, and the second prize winner was a 28- 
pound channel bass. : 


“A large number of outboard motor sales were made 
to prospects during the contests,’ Mr. Stubbs said. 


Activities in other sporting lines are mixed with dis- 
plays of boats and motors, so that enthusiasts of one 
sport may become interested in boating. For instance, 
in addition to golf tournaments, which he sponsors, Mr. 
Stubbs maintains a golf driving net and several putting 
greens for the practice of customers and friends in the 
second floor of the store. This equipment is in charge 
of an expert golf teacher who gives lessons free of 
charge. On this-floor also is a display of boats and 
motors. 

Golfers Go in for Boats 


“We have noticed,” said Mr. Stubbs, “that many 
golfers have become interested in boats and motors as 
a result of this display, and many extra sales have 
resulted.” 


Mr. Stubbs recently announced his fifth golf tourna- 
ment to be sponsored by the store. There never has 
been less than 125 entrants, and all persons are re- 
quired to register for the tournament and turn in his 
card at the store at the end of each round. This brings. 
approximately 875 customers many of them new ones, 
into the store within six weeks’ time. 


“In a number of cases,” Mr. Stubbs said, “we have 
noticed that these new customers remain with us and 
soon become regular customers. They buy not only 
golf equipment but outboard motors as well.” 


Get Plenty of Publicity 


This tournament as well as the contests and the 
tennis tournaments receive a large amount of publicity 
in the pages of the local newspapers. Ladies’ and men’s 
single and double tournaments are kept in progress all 
the year round on the nine municipal courts in Savan- 
nah. Each player registers and turns in his or her 
score at the store. New customers for all types of 
sporting equipment are gleaned from the ranks of the 
court athletes. \ 

Mr. Stubbs joins with the other leading boat dealers 
in endorsing demonstration as the most effective means 


of making sales. 
(Continued on page 76) 
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Kimball 


HAND POWER ELEVATORS 








Fast and Safe 


A most inexpensive and 
simple elevator to install 
and operate where an elec- 
tric elevatoris not feasible 
— comes sawed, drilled, 
fitted ready for anyone 
handy with tools to as- 
semble and install. 


Builders of 
Hand Power 
Light Electrics 
Push Button 
and All Types of 
Electric 

Elevator 
Machines 


















WRITE FOR DETAILED INFORMATION ON 


KIMBALL ELEVATORS 
KIMBALL BROS. CO. 


1205-19 Ninth St. Council Bluffs, Ia. 
4AA 





Standard boxes. Each “Handy Package” 
contains two 6-inch sets of Alligator Steel Belt 
Lacing, two sectional rocker hinge pins and gauge ff 
pin. A“Handy Package” to handle and a larger sale 
than usual to the buyer who uses small quantities Py 
of belt lacing. There are ten “Handy Packages” to f 
the carton. Sizes 15, 25, 27 and 35. ; 

See jobber’s catalog or ask his salesman. 


FLEXIBLE STEEL LACING CO. 
4616 Laon 2 i » U. S. A. 
In En: at 135 Finsbury Pavement, London, E. C. 2 


“Has Packages’? do away with breaking the 
large 












JUVENILE VEHICLES 
with 
DUAL ACTION! 


Black Beauty—Nobby Hobby—Red Bird 
Get the facts about these new, 
entirely different toys 


CORCORAN 


THE CORCORAN MFG. COMPANY 
Norwood Dept. HA-131 Cincinnati, Ohio 

















for large 
stores 


Merchandising 
METHODS... 


That's the keynote for 1931. Are you fully 
prepared to master this problem in your 
own store? If not, our service department 
can be of valuable assistance to you. To get 
your copy of “The Heller System of larger 
profits,” simply, tear out this ad and mail 
now, while this page is before you... 
(no obligation). ; 


HELLER 


Merchandising Systems 


W.C. HELLER & COMPANY 
MONTPELIER, OHIO 


for small 
stores 


New York Office: (2A) 


20 Vesey St., Suite 500 


Sign 

in the 
margin. 
Tear out ad 
and mail 

Y today. 
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HIGH-POWER BURNER.. 
GREATEST Oil Stove IMPROVEMENT 
IN 25 YEARS 


Makes obsolete millions of oil stoves now 
in use. Opens broad replacement market. 
Are you prepared with sufficient stock of 
Perfection stoves with High-Power burners 
to take full advantage of this opportunity? 


PERFECTION STOVE COMPANY 
7609 Platt Avenue Cleveland, Ohio 











Glass nachonenmed 


<Fosy-fi 
“rest hone 


LANDON P SMITH, INC. 


65 SPRINGFIELD AVENUE, IRVINGTON, PN.J.U.S.A 








‘CLOTH 
AND WIRE 
PRODUCTS 


“Buffalo” Quality Standard Galvanized 
Hardware Grade backed by 58 years’ ex- 
perience in wire cloth manufacturing. It 
gives the kind of service to your custom- 
ers that means more sales to you. Com- 
plete information and prices on request. 


Write for Folder 83-B 
BUFFALO WIRE WORKS CO., Ine. 


(Formerly Scheeler’s Sons) Est. 1869 
518 Terrace Buffalo, N. Y. 























ALL STEEL 
This Wrench Conquers “Tough Nuts” 


The tougher the nut the greater the mechanic’s apprecia- 
tion after using a COES All Steel Wrench. The out- 
standing seller for big, heavy, difficult wrench work. 


Seven sizes: 6” to 21”. Ask your jobber. 


BEMIS & CALL CO., Springfield, Mass. 











When It Comes to Selling 
Sporting Goods 
(Continued from page 74) 


“We have been putting on,” he said, “boat demon- 
strations in Savannah and throughout our territory, 
Georgia and South Carolina, assisting a number of our 
dealers by putting on demonstrations for them. For 
the local demonstrations we advertise in the newspapers 
and call prospects on the telephone to invite them to 
take a ride with us. 


“T do not believe there is any better plan to promote 
sales of outboard motors and boats than letting your 
customers ride in the boat and actually operate it. I 
believe it will come nearer closing a sale than any other 
plan you can produce. It is well enough to show your 
customer a motor and explain all its features, yet this 
type of salesmanship cannot compare with a demon- 
stration on the water. 


Two Trailers for Deliveries 


“We have two trailers and often have them both 
working. At any time you will find a boat in the trailer 
and ready to go when a prospect calls in our store. We 
have often been on the water with our prospect within 
20 minutes after he called in to see us. We are in a 
position to do this because we have our boat on the 
trailer at all times and our equipment ready. This 
equipment consists of fire extinguishers, life preservers, 
etc., and is kept intact. 


“We insist that the demonstrating motor be in first- 
class condition all the time. These motors are checked 
thoroughly after every demonstration. If your motor 
works properly and you have no mishaps, you can count 
on landing 75 per cent or more of your sales on account 
of these demonstrations.” ss 


On the Path to Success 


Mr. Stubbs is confident that he is on the right path 
to success. “We feel,” he said, “that we have been 
greatly benefited from these activities we carry on. We 
handle only a high-grade line of merchandise and na- 
tionally known lines, all of which are fully guaranteed 
by us. We have always made it a practice to replace 
any item returned by the customer when he claims it 
is defective, and we believe that this policy has helped 
considerably in building up the business we now have. 
It is the best advertisement I know anything about. 


“When a customer comes into our store to buy a 
fishing rod, a tennis racket, a golf club or a bow and 
arrow, he will also see a Sea Horse. He can’t miss it. 
You will find them scattered all around in our store 


and even in the office. Our business is good, and an 


inventory just completed indicated a better showing 
than that made last year; and we certainly were well 
pleased with the progress we made last year. 
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OUTING 


Automatie Cant-i-lever 
Tackle & Tool Boxes 






FOLDER 


HIS «folder illustrates and de- 

scribes the new line of Wall 
Dreadnaught Blow Torches and 
Furnaces in a variety of low- 
priced sturdily constructed types. 
Dealers already handling this new 
line enthusiastically endorse these 
Wall products as real profit 
bringers. 





“Service with Safety” 





HIS new line of Wall Dreadnaught 
products is built to meet the de- 


Send for new eatalog illustrating in natural sshd toe “Series with Salets” wh 2 





colors the fastest selling line of Tackle and Tool low selling price. Welded bottoms, all 
Boxes in America. Complete price range from connections brazed, factory tested be- 
$1.60 up. Many new features. Beautiful new fin- fore shipment and warranted to give 
ishes. Also Pocket Anglers, Landing Nets, Decoys, ro ge poesia a pees nl 
Mail Boxes. All Outing Products now sold direct Se eee a jee ee 

3 folder today—add this new line to your 
from factory to dealer. Send coupon now for this list of money makers. 


catalog, free, and dealer discount proposition. 


Outing Manufacturing Co. 
201 Jackson St., Elkhart, Ind. 


Without obligation to me, please send your beau- 
tiful new catalog, showing your complete line of 
Outing products, and quote your best dealer 


P. Wall Mfg. Supply Company - Pittsburgh, Pa. 





SINCE 




















proposition. 08 **Service with Safety”’ 

Pime BLOW TORCHES . - - FURNACES 
Address a ae 1968 AND OILERS 

Town. Ee A 


DREADNAUGHT 














If you want Good Tools look for this Trade Mark. The 
tool steel Jaws are firmly clamped between steel Plates. Scien- 
tific Leverage allows tremendous cutting power without great 
muscular effort. Adjustment of cutting Jaws provided for 
by two Set Screws closely duplicated by other manufacturers. 


Tools Tools 7j 
in SS g in ~s = 
Six <cAROLUS> Three = = 

Sizes BUT Seine Styles = C ee : 





These Tools are Handy, Time Savers and Money Makers. : 
If your Jobber cannot supply you, write us for Literature THE CORBIN SCREW CORPORATION 
and Prices. The American Hardware Corp., Successor 
F NEW BRITAIN, CONN. 
CAROLUS MFG. CO. Sterling, Iil. ? 
Sales Representatives—Surpless, Dunn & Co. Warehouses—New York, Chicago, Philadelphia. 
NEW YORK, CHICAGO Western Factory—Dayton, Ohio. 














Hubbard SOCKET SHANK Shovels 


The precision curve of the tempered steel socket 
gives a balance that lasts for the life of the shovel. 


HUBBARD & COMPANY. MONTPELIER , INDIANA 








SIDE LINES FOR SALESMEN 
Many good salesmen are looking for profitable “Side Lines” to handle. 


What have you to offer? Give details—insert your ad in the “Classified 
Opportunities Section” of this paper and you'll be reasonably sure to find 
a reliable salesman to represent you. 














a ee eee 
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word, minimum fifty cents per insertion. 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


CLASSIFIED ADVERTISING THE FOLLOWING RATES BOXED DISPLAY RATES 
RATES apply to “Business Opportunities,” “Sales | Each additional tnch.........c.10./ 400 
Z Accounts Wanted” and “Sales Pp 
Advertisements from unemployed tives Wanted” Advertisements. Discounts for Classified 


accepted free of gee inserted ppt dahlia iaeralions 4 insertions fe F 
in two consecutive weekly issues. Set Solid, Minimum of 5 lines...... $3.00 te special rate, these discounts do 
Box number address may be used. Each additional line............. 60 ont ~0tt Se Se 
All replies will be forwarded by us All Capitals, Minimum of 5 lines.... 4.00 HARDWARE AGE is published each Thursday. 
post paid. Each additional line...........-- .80 Forms close Nine Days previous t@ date of 
Positions Wanted and Help Wanted adver- Average 10 words to a line — . lication. 

tisements at Special Rate of one cent a Allow One Line for Keyed Address Payal Fy san Gees and = ne 


Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers. 2, 








Advertising 
4 insertions, 10% off; 8 insertions, ist off. 





Classified Opport 
239 West 39th St., New York City 











POSITIONS WANTED 


POSITIONS WANTED 





HARDWARE MAN of twenty years’ experience in Wholesale and 
Retail hardware business, also sporting goods, paint, oil and glass and 
housefurnishings. Forty years of age, sober and industrious. Capable 
of taking charge and handling men. Desire change. Can furnish first 
class references. Middle West er South preferred. Address Box J-99, 
care of Harpware Ace, New York City. 





EXPERIENCED shelf and heavy hardware, mill and mine supply and 
building material man for 15 years manager large southern jobbing house, 
seeks connection as buyer or sales manager. Or having wide acquaintance 
among southern jobbers would represent reputable manufacturer in South. 
Address Box J-112, care of Harpware AGe, New York City. 





HARDWARE and Mill Supply Man, age 30, with over ten years’ ex- 
perience in both wholesale and retail fields, desires immediate position 
New York City or within 100 miles. Have had executive training including 
buying and selling, Thorou om s familiar with office routine work and 
modern merchandising meth A responsible position with a promising 
ao most desired. Address Box J-136, care of Harpware Ace, New 

or ity. 





SALESMAN AND SALES MANAGER for five years in charge of 
the selling organization of a hardware manufacturer manufacturing a 
nationally known hardware unit is open for engagement at once. Thoroughly 
conversant with the jobbers and large retail accounts from Minnesota 
to Texas and all states to the Atlantic Seaboard. Capable of taking entire 
charge of your business. Background and references the highest. Salary 
plus expense basis of remuneration. Address Box J-148, care of HArp- 
waRE AGE, New York City. 





WANTED: Position as buyer or salesman with representative factory 
or jobber in Chicago territory. Or } Northern Indiana and south-west 
Michigan. Ten years experience with large wholesale hardware house as 
buyer and 15 years as salesman, calling on jobbers, iarge retailers and 
mill and factory supply house. Nominal starting salary. Excellent refer- 
ences. Address Box J-151, care of HARpwareE AGE, New York City. 





SALESMAN desires to make connection with reliable company to sell 
Hardware or Sheet metal products in territory adjacent to St. Louis, Mo. 
Have established trade. Gilt Edge reference. Wish to connect with a 
house that has the Goods, the Price and the service. Address Box J-152, 
care of HArpware Ace, New York City. 





POSITION WANTED—Hardware man seven years experience buying, 
selling and managing retail store desires to make connection in Pennsyl- 
vania, New England or aang rage cms York. Address Box J-154, 
care of Harpware Ace, New York 





I HAVE severed my connection with Schlage Lock Company whom I 
have represented in Cleveland and northern Ohio, with fifteen years ex- 
perience in this territory. I am now open for position with manufacturer 
of similar line of builders hardware or hardware Specialties. Address 
Box J-150, care of Harpware AcE, New York City. 





POSITION WANTED by Hardware man with long experience and best 
of references. Would consider taking charge of Hardware business in the 
country. New England preferred. Address Box J-145, care of HARDWARE 
Ace, New York City. 





POSITION WANTED. Hardware man, married, age 30 years, 10 years 
traffic experience. First class shipping, receiving and stock clerk. Also have 
inside sales ability. Desire position with jobber or manufacturer, or what 
have you to offer with a future. New York City preferred. Salary no 
object. Good references. William J. Karp, 144 Stuyvesant Ave., Brook- 
lyn, New York. 





POSITION WANTED—Middle aged man with varied experience in 
cutlery and wire goods manufacturing, packing and shipping. Licensed 
engineer. A-1 references. Moderate salary. Address Box J-147. care of 
HarpwareE Ace, New York City. 





POSITION WANTED—Capable young lady, for ten years employed 
by one concern, manufacturers’ sales re resentatives, as secretary and 
assistant to executive. Familiar with all ce routine. Best of references, 
as to character, ability, etc. Address Box J-138, care of HARDWARE AGE, 
New York City. 


GERMAN, 25 years old, 2 years American experience, six years German, 
desires position in the retail or wholesale hardware trade. Metropolitan 
district but not essential. One year outside sales experience in various lines. 
Address’ Box J-137, care of Harpware Acg, New York City. 








EXPERIENCED SALESMAN with following among hardware jobbers 
and retailers desires connection with reputable. manufacturer in New York 
and New Jersey territory, also have. wide acquaintance among architects 
and builders. Address Box J-141, care of Harpware Aceg, New York City. 





SALESMAN, Southern States. Southerner, age 30, now employed as 
sales representative for company rated AA-Al, desires permanent sales 
position in South. Willing to travel extensively. Excellent references. 
Address Box J-132, care of Harpware Acgr, New York City. 





HIGH GRADE TOOL MAN, Hardware Executive Catalogue compiler 
and Supervisor, with both sales and purchasing ability, experienced in all 
details of hardware, electrical and mill supplies. Desires connection with 
Jobber, Manufacturer or high class retail house. Can demonstrate saving in 
production of Jobbers’ Catalogues. Address Box J-131, care of HarpWarE 
AGE, New York City. 





SALESMAN with nine years’ experience particularly in southern terri- 
tory including Texas and Louisiana, desires connection with manufacturer 
of builders’ hardware, good references. Address Box J-128, care of 
Harpware Ace, New York City. 


HARDWARE MAN—Thirteen years’ retail hardware experience, also 
paints, plumbing and electrical supplies desires permanent connection, best 
of references. Address Box J-139, care of HARDwarE AGE, New York City. 








4 


HELP WANTED 





WANTED-—Salesman one for Northern, one for Southern New England 
to represent several strong lines to Hardware, Department and Sporting 
Goods stores. Commission basis. If you wish to build into a strong posi- 
tion with active merchandising organization write giving full details .and 
references. Address Box J-142, care of HarpwareE AGE, New York City. 





EXCEPTIONAL opportunity awaits live wire retail hardware man. 
Must be full of pep able to do outside selling, familiar with farm trade 
* acmmaanae Central Hardware Co., 144 E. Lincoln Highway, Coatesville, 

eS. 





BUILDERS’ HARDWARE SALESMAN—For Orient. Must be able 
take off specifications. State age, experience, references, salary expected. 
Address Box J-106, care of Harpware Acz, New York City 





SALES REPRESENTATIVES WANTED 


~n 
f LOCAL DEALER OR SALESMAN 
wanted who is personally acquainted with his CITY 
OR TOWN OFFICIALS. Can earn liberal commis- 
sions selling street and traffic signs. 
MUNICIPAL STREET SIGN CORPORATION 
299 BROADWAY, NEW YORK CITY 
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CLASSIFIED OPPORTUNITIES 








SALES REPRESENTATIVES WANTED SALES ACCOUNTS WANTED 











ee ae ee - sell = Sone, merit made by 
an old establis an rm, to hardware and department stores WANT to represent manufacturer of tools and hardware specialties in 
M. hag Econ igre = ‘5 ny Th eng a 4 the Cinncinnati, Ohio district. I have called on the retail hardware and 
Ci and Nevada. ress Box J-109, care Har a department store trade in this vicinity for the past 15 years. Reference 

ay: if interested. Address Box J-110, care of Harpware AGE, New York City. 


A MANUFACTURER of Builders’ Hardware Specialties desires sales 
representatives on commission basis to. handle line in various sections of Ss a ae. eibeniieines 
the country. Address Box J-135, care of HarpwarE AcE, New York City. 


WANTED: Salesmen for high grade Hack Saw Blades. Exclusive MANUFACTURERS’ REPRESENTATIVE, calling on jobbing trade 
territories. Attractive prices. Liberal commissions. Address Box J-143, exclusively, taking in all jobbing centers from mver west, desires a few 
care of Harpware AGE, New York City. high grade connections with hardware manufacturers. Address J-87, care 
of Harpware Acze, New York City. 

















WANTED—Experienced salesman traveling southern territory to sell 
our quality line of tinners’ snips, pliers, wrenches, hammers, etc. 
Splendid opportunity to represent manufacturer of quality tools.. Address 
Box J-144, Harpware AcE, New York City. 


SALES REPRESENTATIVE wanted for Chicago and adjoining terri- 








MANUFACTURERS REPRESENTATIVE well known in New Jersey 
tory by New York Hardware Importer, old established concern. We are territory desires to add a few more high grade lines of tools or general 
looking for a real worker only. Strictly commission, exceptionally high hardware to his present lines. Will prove valuable man to concerns 
percentage. Address Box J-146, care of Harpware Ace, New York City. interested. Address Box J-149, care of HARpware AGE, New York City. 





























SALES REPRESENTATIVES WANTED 


In a recent issue of this paper under the classification 
of “Sales Representatives Wanted’ were twelve dif- 
ferent advertisements for salesmen calling on the re- 
tail hardware trade. 


It looks as if hardware concerns knew where to “go 
for hardware salesmen, doesn't it? 


And by this same reasoning it looks as if these con- 
cerns reckon that men know where to “go to find 
these opportunities. 


It’s a good paper that serves the trade ‘both ways,” 
isn't it? Try it and see. Address— 


HARDWARE AGE, 239 West 39th St., New York 
“ Classihed Opportunities Section” 
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é The Wolves of Lenox— 

| How their name spread the width 
and breadth of land. In a fear- 
some chorus of barks and sav- 
agely snapping jaws they broke 
from the Highland forests of old 
Scotland and rushed with the 
speed of the wind down thru 
pastured flocks. Nothing stood 
before that super strength, speed 
and clean cutting teeth — when 
the wolves of Lenox were on the 
0) 


; RRS 
Popularity That FSS SSSSS3 55 


Insures Greater 


Hack Saw Profits! 


Popularity that has 
spread to every corner 
of the land—a demand 
for “the tools in the 
plaid box’’—from_ shops 
and men to whom hack 
saw blades of super- 
strong, quick cutting 
and long lasting qualities 
are essential. 
Stock up on Wolves of 
Lenox. Watch your prof- 
its shoot up too. 
special sales plan 
help you get these blades 
started in your territory. 
Write for particulars to- 
day. 


The tools in the Plaid box 
American Saw & 
Mfg. Co. = 
Springfield Mass. 
. x . 2 Ss ah of ee er x >. 
oe ee ee OS repay osha enn > he 


ae eS 








BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 


5 | 
SLDERING PAST! 


SEELEY 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 


Sample free 








orste é 


. 

Growing disregard for prop- 
erty rights increases demand 
for Fence protection for hun- 
dreds of homes, neighborhood 
parks, playgrounds, miniature 
golf courses, factories, etc. 

Year-round business. Good 
margin. No investment in 
stock. Highly rated, success- 
ful pioneer company. Write 
TODAY for our interesting 
proposition. 

The Stewart Iron Works Co., Inc. 
737 Stewart Bleck Cincinnati, Ohio 


So TMT 


. TTT 






















































































CLINTON 
PRODUCTS 


for the Hardware Trade 
Poultry Netting Perfection Door 
Hardware Cloth Springs 
Screen Wire Cloth Wire Cloth Line 
Nails and Brads 


AMERICAN WirE Fasrics CorPoraTION 
Suheidi o Wi 1 4. Sp Steel Cc P y 
41 East 42nd St., New York City 
Worcester Buffalo Chicago. Cleveland 
Pacific Coast Headquarters: San Francisco 
Branches and Warehouses: Los Angeles, Seattle, Portland 

















PELOUZE 
New Household Scale 
DE LUXE 


Capacity 24 pounds by 
ounces. Artistically de- 
signed. Sturdy, compact 
construction. Beautifully 
enameled in the choice of 
several colors. Double up- 
right supports. Invalu- 
able to every household. 
Order early through your 
jobber 


PELOUZE MANUFACTURING CO. "*.280—Ename! Dis! 


T-30 with Scoop 
2382 East Ohio Street, Chicage Ne. G30—Glass Diai 

Manufacturers of reliable scales for 

many purposes. Send for catalogues. 


Specify “PELOUZE” in ordering of your jobber 


ae E-Z 97 


IS THE BLACKSMITH’S 
BEST FRIEND 


Its Use Enables 
Him to Weld Steel 
as Easily as Iron 


IT HAS NO EQUAL 


Manufactured by 


ANTI-BORAX COMPOUND Co. 
FORT WAYNE, IND. 


YAN, WELDING COMPOUND 
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INDEX TO ADVERTISERS 











THE ADVERTISERS INDEX is published 


as au convenience and not as a part of the advertising contract. 


Every 


No allowance will be made for errors or failure to insert. 


care will be taken to index correctly. 





Acme Shear Co 
Akron-Selle Co. 
Allen, L. B., Co. 


Allen Mfg. Co.. # cae 


Allith-Prouty “Co. 
Almo Trading & Imp. Co 
Aluminum Goods Mfg. Co 


American 

American Chain Co............. 
American Fork & Hoe Co....... 
American Gas Machine Co 
American nee'Ce 
American 
American 
American 
American 
American 
American 


Screw 
Sheet & Tin Plate Co.. 
Stainless Steel Co..... 
Steel & Wire Co 
American Swiss File & Tool Co. 
American Window Glass Co 
Anker-Holth Mfg. Co., Inc 
Anti-Borax Compound Co. 
Arcade Mfg. Co ¥ 
Armstrong Bros. Tool Co........ 
Armstrong Mfg. C 

Atkins & Co., E. 
Atlas Tack Corp 


& 
Ballonoff Metal Products Co..... 
Barlow & Seelig Mfg. Co 
Barney & Berry, Inc 
Bassick Co. 
Bemis & Call Co 
Bernz Co., Inc., 
Bethlehem Steel Co 
Bingham Engraving Co. 
Birtman Electric Co 
Bissell Carpet Sweeper Co....... 
Blair Mfg. Co 
Blaisdell Pencil 
Black & Decker Mfg. 
Bommer Spring Hinge Co 
Bosley Co., 
Boston Varnish 


ISTIISIIIITISt ts 


ISETII 


Pal 
—) 


to 
a 


SIT TI 


ael lll 


PET ETETTI 


Boston Woven Hose & Rubber Co. ~ 


Brammer Washing Mach. C 
Bridgeport Chain & Mfg. Co..... 
Bridgeport Hardware Mfg. Co.. 
Bridgeport Screw C 

Brown & Sharpe Mfg. 

Brush-Nu Co. ° 

Buddy ‘“‘L” Mfg. Co 

Buffalo Bolt Co 

Buffalo Wire Works Co., 
Bunker-Clancey Mfg. Co 

Burley & Winter Pottery Co..... 
Burnley Battery & Mfg. 


Cc 


California Fruit Growers Exchange 
Campbell Machine 

Carborundum Co. 

Carolus Mfg. 


Chamberlain Co. 

Chicago Roller Skate Co........ 
Chicago Spring Hinge Co....... 
Clark Bros. Bolt Co 

Clay Equipment Co 

Clements Mfg. Co 

Clemson Bros., 

Cleveland Quarries Co.. 
Cleveland Wire Spring Co. 
Clover Mfg. Co.. 

Coleman Lamp & ‘Stove Co. 
Columbian Rope Co 

Conestoga Corp. 
Congoleum-Nairn, 


mpany, H. C 
Corbin Cabinet Lock 
Corbin, P. & F 
Corbin Screw Corp. 
Corcoran Mfg. 
Crescent-Davis Arms Corp.. 

Srescent Tool Co 
Cribben & 


Co.. 


Daisy Mfg. 

Damascus Steel Products Co 
Dayton Toy & Specialty Co 
Dazey Churn & Mfg. Co.... 
DeBoer Mfg. Co 





De Laval Separator Co.......... 
Delta Electric Co 

Deniston Co. 

Dexter Co. 

Diamond Calk Horseshoe Co. 
Diehl Mfg. Co 

Dietz Co., 

Disston & Sons, Inc., Henry 
Dixon Crucible Co., Joseph 
Domes of Silence, 

Duluth Show C 
Dux Dishmop Co...... 


E 


ES er ore ee ~ 


Eastern 

Eastern Tool & Mfg. 

Economy Service 

Eclipse Machine Co 

Edison Lamp Works 

Edlund Co. 

Pee Ria SI. F o'a 60 0:58, 9.0'0'6: 0:60 
Electric Cutlery Co.........000% 
TRUEOEPTING® BRIE. CO... cc ecsccscs 
ee Se err 
Evansville Tool Works.. 
Eversharp Shear Co.. 

Eveready Co. 


KF. & N. Lawn Mower Co 

Farrand, Inec., Hiram A 

Faultless Caster Co............ 

—s Enameling & Stamping 
Co. 

Fischer, J. B 

Flexible Steel Lacing 

Forsberg Mfg. C 

Fox, A. H 

Frantz Mfg. 


CDi tseces 


Gendron Wheel Co 

General Grinder Corp 

General Mfg. © 

General Wheelbarrow 

Getz Power Washer Co 

Geuder, Paeschke & Frey Co 
Gilbert & Bennett Mfg. Co...... 
yold Medal Folding Furniture Co. 
Good Housekeeping 
Goodell-Pratt Co. 

Goodrich, B. 

#reen Co., 

Greenlee ‘Tool 

Griftin Mfg. Co 


Hamilton Beach Mfg. Co....... 
Hanlon & Goodman Co.......... 
Hanover Wire Cloth Co......... 
Harder Refrigerator Corp 
Harrington-Richardson Arms Co.. 
Heiss Hotel System 

Heller & Co., W. C.. 

Hercules Powder Co............ 
Hibbard, Spencer, Bartlett & Co. 
BIG. COs So vince ces cccvncwte 
Hoppe, Inc., 

Hubbard & 

Hurd, E. 


Independent Lock Co........+.+..+- 
Indiana Steel & Wire Co... 


| | 


al | 
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w 
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Ingersoll Steel & Disc Co....... — 


— Waterbury Watch Co., 
BC. -ccce 
International 

America 
Irwin heiag ig Bit Co 
Ives H. B 
Iwan Bree. 


"Harvester Co. 


Jennings Mfg. Co., Russell 

Johnson & Johnson..... 

— Arms & Cycle Works, 
Ive 


Kansas City Chamber of Commerce 

Keenex Razor Sharpener Co..... 

Kees, F. D., Mfg. 

Kelly Axle & Tool Works of the 
American Fork & Hoe Co..... 

Kenton Hardware Co 

Kester Solder 

Kewaskum Aluminum Co........ 

Keystone Steel & Wire Co....... 

Kimball Bros. Co.........+.. 75, 





Kingston Products Corp......... 
Bloiiwh: Some, Mac oi. ccc ccc sess 


L 


Lamson & Sessions Co.........-. 
Landers, Frary & Clark 

Laub Products 

Lauson rp. 

Libbey-Owens-Ford 

Lionel Corp. 

Lufkin Rule Co 

Lupton’s Sons. David 

Luther Grinder & Tool Co 


M 


McKinney Mfg. 

Madison Hotel, 

Malleable Iron Fittings Co....... 
Mansfield Tire & Rubber Co..... 
Marshalltown ‘Trowel Co 
Martin-Senour Co. 

Marvel Rack Mfg. Co., Inc 
Maydole Tool Corp., David 
Meadows Mfg. Co..... 
Meisselbach Mfg. Co., 

Metal Sponge Sales Corp 
Mid-State Steel & Wire Co 
Miller, Ine., R. E 

Milwaukee Stamping Co 
Montague Rod & Reel Co 

Moore Push-Pin 

Morse I'wist Drill & Machine (Co. 
Murphy Sons Co., Robert 

Myers & Brother Co., F. E....... 


N 
Carbon Co 


Bak a,o:0 0is.4:9 10 g4\5 
& Stamping 


National 

National Lead 

National Enameling 
Co. 


National Mfg. Co 
National Pipe Bending Co 
National Show Card Writer 


PIP td ddd 


= | 


anes 


1 
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National Sign Stencil Co......... - 


Neely Nut & Bolt Co 


New Haven Clock Co........... - 


New Jersey Zine Co 
New York Knife Co 
State Retail 
Association, 


Hardware 


Inc. 
New York Wire CUsth) Oi. 2s... - 
Nicholson File Co.............+ 10- 


Nileo Lamp Works, 

Noma Blectriec Corp 

Norge Corp. 

North Wayne ‘lool Co........... 
Northwestern Barb Wire Co 
Norwaik LOCK O0. 4.06. ewe. cee. 
Norwich Wire Works 


0-Cedar Corp. 

Old Colony Distributing Co.... 
Oliver Iron & Steel Corp 
Onken Co., 

Ontario Knife Co............++.. 
CRIN Es OOie oo cece cctencses 
Outing Mfg. Co 


Page Steel & Wire Co.......... 
Paine 

Patent Novelty ‘0 

Peck, Stow & Wilcox Co........ 
Pecora Paint 

Peerless Handcuff Co........... 
Pelouze Mfg. Co 

Pennsylvania Lawn Mower Wks.. 
Perfection Stove Co., 

Peters Cartridge Co 

Pharis Tire & Rubber Co 
PUES PEE. CG e a 0 0 tcc sctocces 
Philadelphia Lawn Mower Co., 


Ine. 
Pittsburgh Plate Glass Co....... 
Pittsburgh Plate Glass Co. (Taint 
Division) 
Pittsburgh Steel Co 
Plumb, Inc., Fayette R 
Plymouth Rubber Co. 
Porter, H. K 
Progressive Mfg. 
ip, | AS Se ee 


R 


Red Arrow Service Co.........- 
Reed & Prince Mfg. Co......... 
Remington Arms Co., 
Remington Cash Register Co., 
Reo Motor Car Co 

Reynolds Wire Co 

Rich Pump & Ladder Co 
Richards-Wileox Mfg. C 


Inc. 


hea 


ol 
«1 


IT1SISlititl 





Richardson Ball Bearing Skate Co. 

Rixson Co., Oscar C 

Robertson, Arthur 

Robinson, Edward 

Robinson, M. W 

Rose, Frank, Mfg. 

Rose & Bros., W 

Rubberset 7 CRAG RRS Fee eee ete 

Ruby Chemical aE PR Mae 

Rugg Mfg. Co 

—" Bordsaii & Ward Bolt «& 
( 


Sabin Machine Co.............. 
Sacks, Inc., i 

Sallee Bros. 

Samson Cordage Works 


Savage Arms Corp 
Schalk Chemical Co... 
Schatz Mfg. C 
Schrade Cutlery 
Segal Lock & Hardware Co 
Seth Sales Corp 
Shapleigh Hardware Co 
Sheffield Bronze Powder & 

cil Co. 
Shelby Spring Hinge Co 
Sherman Mfg. Co., 
Showcarder, Inc. 
Signal Electric Co sits 
Biiver LARS CO.. cccwssuccvcccons 
Simmons Hardware Co.......... 
Simonds Saw & Steel Co 
Simonds Worden-White Co 
Simonsen Iron Works 
Slaymaker Lock Co 
Smith, Ine., Landon 
Smith, Seymour, & 
Solderall Corp. 
Springfield Arms 
Standard Electric Stove Co....... 
Standard Gas Equip. C 
i ee oO A rere - 
Stanley Works 
Star Heel sir ee Co 
Starrett, L. 
Stevens ee Ce.. mae 
Stewart Iron Works........... 
Strong Mfg. C 
Superior Electric 
Swan Co., 
Sylvania 


Sons, Inc.... 


Products Corp 


Products Co 


T 


Thompson & Son Co., Henry G... 
Tilley Ladder Co., John S 
Toledo Metal Wheel 

Toledo Pressed Steel Co 

Toledo Wheelbarrow Co 
Tremont Nail 

Trimont Mfg. , 

Trow & Holden 

Tubular Rivet & Stud Co 
Tucker Duck & Rubber Co 
Turner Brass Works........... 
Turner & Seymour Mfg. Co..... 


U 


Union Hardware Co 
Union Steel Products Co 
United Screw & Bolt Co 
U. S. Cartridge 

U. S. Stamping Co 


Vaughan Novelty 
Vichek Tool 
Vollrath Co. 
Voss Bros. Mfg. 


Wall, P., Mfg. & Supply Co..... 
Walworth Co. 

Warren Mfg. Co., 

Washburn, BE. G., J 

Western Cartridge Co 
Westinghouse Electric & Mfg. 
Whiting-Adams Co. 
Wickwire Bros. 
Wickwire, Spencer Steel 
WOREOE: ME RM be nds bekoreyic ws 040.6 
Williams Radiator Co 
Winchester Repeating Arms (Co... 
PEE MONI ii acne ecbetiyese 
Wood Shovel & Tool Co are 
ie ere 
Worthington Co.. 

Wright Steel & Wire Co., ¢ 
Wrought Washer Co 


¥ 


Yale & Towne Mfg. 





THE DASH (—) INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR IN THIS ISSUE 





pC ECE CE - 


Corp... 8 
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Replace it 
with ..A 


KIMBALL 
ELEVATOR 


Is your elevator old 
and shaky? Why not re- 
place it with a Kimball 
machine—They are com- 
pact, powerful and safe— 
Tell us the job it has to do 
and let us submit prices and 
data on machine to do it. 





What areyour requirements? 
We have an Engineering 
Dept. to aid you. Write us! 


KIMBALL BROS. CO. 


1205-19 Ninth St. fe a a 
Council Bluffs, Ia. 6AA Lo : 






































Exposure ! 


Weather conditions 
are the cause of de- 
terioration in many 
friction tapes. 


Investigate before 
buying! Slipknot 
Friction Tape can 
be exposed to ANY 
weather conditions 
|, without detertorat- 
} ing. Cannot dry out. 


One, of the best 
iB) selling tapes ever 
constructed for the 
hardware, automo- 
tive and electrical 
supply trade. 


Put up in handy 1, 2, 4, and 8 ounce rolls in Orange and 
Blue packages. Attractive Counter Display Cartons for 
one ounce and two ounce rolls. Retails at a very satis- 
factory profit. 


SOLD THROUGH JOBBERS 


Also manufacturers of Rubber Heels and Composition Taps 
RUBBER BANDS “DIME ASSORTMENT” DISPLAY CARTON 


Plymouth Rubber Company, Inc. 


1000 Revere St. Canton, Mass. 














Lovely Enameled Thumb Tacks 
SELL ON SIGHT 


Home lovers can now secure our beautiful 
tacks in all colors that harmonize with interior 
furnishings and decorations. 


Size 7/16” diameter. Made in 12 colors. 36 
Tacks on a block. Retail at 10c per block, 
$14.40 per gross. Cost Dealers $9.00 per gross 
of blocks. 

Packed 12 blocks in a box—12 boxes in a 
carton. 


We Also Manufacture Upholstery Nails, Thumb Tacks, 
Celluloid Covered Tacks, Fancy Nails, Etc. 


If Your Jobber Cannot Supply You— 
Write Us Direct. 


R. E. MILLER, Inc. 
35 Pearl Street New York City 











Because Supe- 
rior Hexagonal 
Netting is even- 
ly woven and 
every bale rolls 
out straight and 
true, dealers are 
suggesting it for 
many and varied 
uses. 


The netting 
with the rooster 


label costs no 
more, . although 
it is the quality 
product in every 
detail. 


At Your Jobber 


G. F. Wright 
Steel & Wire Co. 


Worcester, Mass. 


SUPERIOR 
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in veal demand 





SHS SHA PRYVDVUETS £9 
3934 Cooper Avenue Cleveland, Ohio 
Established 1886 


BULLDOG 


Manufacturers of 

Tie Out Chains Pattern 
Halter Chains 

Cow Ties 

Porch Swing Chains 
Dog Leads and Chains 


H 
Hodell Tow Chains 





Coil Chain 


















HARDWARE AGE for FEBRUARY 12, 


1931 





Liberal extra discount 
















=> a po cape 
























































@, to the trade on 


Flexible 


Flyer 


Flexible Flyer has always made a sincere effort to show 
a profit for those selling it efficiently. 





) 


To meet the 1931 situation, and to benefit those who 
anticipate requirements by ordering early, a special extra 
discount of 5% will be allowed. 


This extra discount will be granted fora limited time only. 
It gives wholesalers and retailers a splendid opportunity 
for increased profit this season on Flexible Flyer—‘‘The 
Sled of the Nation.” 


And remember—Flexible Flyer has always led and still leads 


in new features 

in persistent national advertising 
in creating its own demand 

in protection to the trade 


And now this new “super-steering,” that is possible 


only with the Flexible Flyer. This latest feature puts 
Flexible Flyer still further in the lead, and will make 
a greater demand than ever for it next season. 


Write us for 1931 Prices. There is extra profit for those 
who take advantage of it. 








Five strong points of Flexible 


por 3. All steel front — Hi 
ca e Flyeris the only 


quality steel reduces 
sled with runners capable of Sepakaee and increases 
such a bend. 


S. L. ALLEN & CO., Inc., Dept. 


1 Super-steering — Steers steel runners — hest 
e twice as easily and twice 


as far as before. 





Flyer construction 
Strong seat su 


4, Exclusive Fl exible Flyer 


design, pressure-riveted to 
the runners. Made of extra 
heavy gauge steel. 


HA-2, Philadelphia 


e wood 
from seco 


‘or strength and beauty. 


hte ash seat—All 
arts are made 
growth, straight 





rained white ash. Selecte 








